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® In addition to Wooster Defense Brushes, limited 
quantities of Wooster 1009% Nylon and short-length (23%” or less 
clear of ferrule) pure bristle brushes are available for general 
consumer sales. Consult your Wooster Distributor Representative. 
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says O. H. PETERS, Pres. 
H. L. PETERS, INC. 
Buffalo, N. Y. 


*T’ve seen it happen in my store 
time after time. Women will usually 
want to see half a dozen different 
kinds of whatever they’re shopping 
for except when it comes to buying 
extra security for their homes. 
Then they’ll ask for a YALE night- 
latch—just like that. It seems that 
even the people who don’t know 
much about hardware know that 
any YALE lock gives more security 
for the money.” 
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THE POPULAR 
YALE NIGHTLATCH #040 


Here’s a best-seller in the out- 
standing YALE line of auxiliary 
locks. It’s long on the YALE secur- 
ity features that help you make 
sales, and its all-around quality— 
as with any YALE lock—needs no 
selling. Ask your distributor’s 
salesman about the complete 
profit story on YALE auxiliary 
locks! The Yale & Towne Manu- 
facturing Co., Dept. S-107-1, 
Stamford, Conn. (In Canada, St. 
Catharines, Ont.) 


YALE IS A REG. T.M. 


YALE & TOWNE 
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@ America’s farm and city homes have 
used and praised G. P. & F. Cream City 
Housewares for over 70 years, and Cream 
City Galvanized Ware has won prestige 
for its dependable quality. 


STANDS FOR 


G. P. & F. hand-dipping process pro- 
duces a fine, durable grade of galvanized 
ware. Items are individually hot-dipped 
in molten zinc. Attractive spangle is care- 
fully controlied by the addition of special 
metals. 


Many of the fast-selling products in the 
Cream City line are also made from mill 
galvanized sheets. 


HERE ARE JUST A FEW ITEMS IN THE CREAM CITY LINE 
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WRITE today for new bulletin of our complete line 
...everything from funnels to garbage cans and 
laundry drain tubs... each item in all standard sizes. 


~ GEUDER, PAESCHKE & FREY CO. 


1706.W. St. Paul Ave. * Milwaukee 3, Wisconsin 


HARDWARE AGE, JULY 12, 1951 





KENNE 
GEORGE 
RUDOI 


GEORGI 
KARL | 


"Wh 


| GEORGE 


WILL 


WM. C. S 


SUB! 
and its 
ada: $ 
$5.00 | 


HAR 
1855, s 
ware," 
ware 
Hardw 
Hardw 
porter, 
man, 
Magaz 
ware," 


HARDW. 


LEONARD V. ROWLANDS 
- Publisher and General Manager 


WILLIAM A. PHAIR 
Editor 


JOHN G6. WILCOX 
Advertising Manager 


KENNETH A. HEALE, Managing Editor 
GEORGE M. SANGSTER, Associate Editor 
RUDOLPH S. WILD, Associate Editor 
HAROLD S. MOORE, Associate Editor 
J. R. KEAGY, Associate Editor 
GEORGE H. BAKER, Washington Bureau 
KARL RANNELLS, Washington Bureau 


ALBERT J. MANGIN 
"Who Makes It" Directory Editor 


GEORGE S. McBRIDE, Circulation Manager 


$ pro- 
anized 
lipped 
; Care- 
pecial 


REGIONAL SALES OFFICES 


Boston 10, Mass. 
OLE B. BERGERSEN, 10 High St. 
Telephone: Liberty 2-4460 


New York 17, N. Y. 
E. R. SANDIFORD—JOHN NICHOLS 
100 East 42nd St. 
Telephone: Murray Hill 5-8600 


Cleveland 15, Ohio 
WILL J. FEDDERY, 1836 Euclid Ave. 
Telephone: Main 1-6374 


Chicago |, Ill. 
WM. C. SCHOLEFIELD—MAL M. WHITFIELD 
230 N. Michigan Ave. 
Telephone: Franklin 2-0202 


San Francisco 4, Cal. 
R. J. BIRCH—FRANK McKENZIE 
300 Montgomery St. 
Telephone: Douglas 2-4393 


Los Angeles 5, Cal. 
L. H. JACKSON, 3156 Wilshire Blvd. 
Telephone: Dunkirk 7-2119 


in the 
n mill 


Charter Member 


SUBSCRIPTION PRICES: United States 
and its possessions $1.00 per year. Can- 
ada: $3.00 per year. All other countries 
$5.00 per year. Single Copies 25 cents. 


HARDWARE AGE was established 
1855, succeeding and embodying “Hard- 
ware," New York, "Stoves and Hard- 
ware Reporter,” St. Louis; “Western 
Hardware Journal," Omaha; “Iron Age 
Hardware," New York; “Hardware Re- 
porter," St. Louis; “Hardware Sales- 
man," Chicago; “Hardware Dealers 
Magazine," New York; “Good Hard- 
ware," New York, and "Your Business," 

Philadelphia. 


Y 12, 1951 
HARDWARE AGE, JULY 12, 1951 


THE HARDWARE DEALERS’ MAGAZINE 
PUBLISHED EVERY OTHER THURSDAY 


Vol. 168, No. 1, July 12, 1951 


Iz, This . 


Editorial Comment 


Established 1855 


Just Among Ourselves . . 


Store Management 
One-Stop Shopping 
Service + Personal Contact = Good Industrial Sales 
How to Make Profits Selling Air Filters 
Brand Names Promotion Earns Award for New York Store 
Opening Day Pulls 11,000 Visitors ........ 


Successful Merchandising Methods 


$1500 Worth of Hobby Sales 
Guaranteed Repair Work Makes for Easier r Selling . 
Outdoor Cooking Goods Sell All Year 


Display and Modernization Ideas 


Triples Volume in New Quarters . 

Cutlery Success Based on Wide Selection ... 

These Tables Give More Point-of-Sale Display . 

1200% Increase in 5 Years — a Picture Tour .............. 


News of the Trade 


Washington News and Views ...... 
How's the Hardware Business? . 

Letters to the Editor 

Hardware Age Fifty Year Club 

Priority and Price Digest 

Toy Ceilings Based on Oct.-Dec. '50 Costs 
News of the Trade 


What's New in Hardware Merchandise _._. 


Classified Advertising .. 
Advertising Index 


Net Paid Circulation This Issue, 34,517 


ONE OF THE PUBLICATIONS 


OWNED, PUBLISHED, AND COPYRIGHTED (1951) BY THE CHILTON CO., INC. 
Executive Office Editorial and Advertising Offices 
Chestnut and Séth Sts. 100 E. 42nd > 
con tee s te. Bo A, ru) New York 17, U. S. A. 


Phone: GRanite 4-5600 Phone MUrray Hill 5-8600 


OFFICERS AND DIRECTORS 


JOSEPH S. HILDRETH, President 
EVERIT B. TERHUNE, P. M. FAHRENDORF, G. C. BUZBY, HARRY V. DUFFY, Vice Presidents; 
WILLIAM H. VALLAR, Treasurer; JOHN BLAIR MOFFETT, Secretary; GEORGE T. HOOK, 
MAURICE E. COX, TOM C. CAMPBELL, FRANK P. TIGHE, LEONARD V. ROWLANDS 


PAUL WOOTON, Washington Member of the Editorial Board 
GEORGE MAISWINKLE, Asst. Treas. 





Mme | (f 


SS : 





DUUUUUQEQUOQOCOOOOO0ORNUOG0CEQCUU0ULAAAAMAANAAANNN GANA 


SUH! 


| (> 


"4 


me / <a te 
POUUUGUOUUUUU UAL UL 


BUY AMERICAN. 
—the COMPLETE Chain Line 
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A Few of the More Popular American Chains 


DOG and KENNEL CHAINS— 
These and also the HALTER and 
TIE-OUT CHAINS are made of 
Tenso Pattern Chain, the most 
popular weldless pattern made 
of wire. Dog Chains also made 
of Elwel twist link welded chain. 
SASH CHAIN—Acco No. 8 runs 
smoothly over any cord-pulley. 
TWIST LINK MACHINE CHAIN 
—A light, strong welded chain 
—one of the popular Elwel 
patterns. 

PROOF COIL CHAIN—Also 
calledcommon coil chain. A gen- 
eral-purpose steel welded chain. 


HEAVY DUTY CHAIN—Also“* 
called Dredge or Crane Chain. 
A wrought iron chain made in 
two grades. 


LOGGING CHAIN—Proof Coil 
or BBB Gradesteel chain, made 
up into assemblies of 10 to 20 
foot lengths with grab hook and 
ring or grab hook and slip hook. 


LOADING CHAIN—Electric weld- 
ed steel chain with strength, 
flexibility and light weight. 


POCKET WHEEL CHAIN—Links 
formed, welded and gauged to 
exact dimensions. 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 


SAFETY CHAIN—Also called 
Plumbers’ Chain. Made of brass 
or steel stamped links, 

LOCK LINK COIL CHAIN—This 
pattern of weldless chain is par- 
ticularly good for operating 
over sprockets. 


® Look to your 
AMERICAN CHAIN whole- 
saler for all types of welded 
and weldless chain, fit- 
tings, assemblies, hooks, 
repair links, cotter pins. 
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| Just Among Ourselves 


Informal Editorial Comments 


Watch for Your Copy of 
“Who Makes It’ Issue 


The next issue of Hardware Age that you will 
receive will be the large annual Catalog and Di- 
rectory Number, which for 30 years has served 
as the No. 1 source of information on hardware 
merchandise. 

Known to thousands of dealers and wholesalers 
as the “Who Makes It” book, this issue of July 
26 is the largest, the most complete hardware 
merchandise index available. Many have tried to 
imitate this issue, but none has succeeded in 
equaling it. 

This issue is sent to each Hardware Age sub- 
scriber as a part of his regular subscription. The 
schedule calls for mailing this issue so that readers 
will receive it by July 26. Mailing of this issue 
presents some tremendous problems and it may 
be a little later than usual in arriving at your ad- 
dress. But we are doing our best to get it to you 
as quickly as possible and we know you will feel 
as we do that it is an issue well worth waiting for. 
When it does come, take good care of it, for it 
contains a tremendous amount of helpful infor- 
mation, information available from no _ other 
source, and is presented in a manner which will 
make it of greatest value to you. 

Our never-ending study of ways to make this 
Catalog and Directory Issue more useful to you 
shows that this issue is used in many ways. In. 
addition to using it for buying new merchandise, 
many dealers tell us that they also use it to help 
customers identify items they want. This is an 
idea you may want to try yourself. 

The nearly 900 advertisers in this issue, repre- 
senting the tops in hardware merchandise, have 
co-operated to present the latest and most com- 
plete information on their products in their cata- 
log-advertising pages. A special “Index to Prod- 
uct Information” on colored paper helps you locate 
items in these catalog-ads easily and quickly. Then 
there is another index where some 25,000 trade 
names are listed to permit you to quickly locate 
the name and address of a manufacturer if you 
know the trade name. 

The Catalog and Directory issue is a valuable 
book. Take good care of it, for it will be ex- 
tremely difficult to replace. If you have any sug- 
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By W. A. Phair 


gestions for improving its usefulness, we'd like 
to hear from you. Al Mangin, the Who Makes It 
editor, and his staff, have been busy burning the 
midnight oil checking and rechecking the thou- 
sands of listings to make the issue as complete 
and accurate as possible. They would appreciate 
having your comments. 

Whenever this Catalog and Directory Issue is 
mentioned, it reminds us of an experience we had 
early this year while sitting in our booth at a 
regional show. We spotted a man coming down 
the aisle casually looking over the exhibits as he 
walked along. Then he spotted our sign and broke 
into a quick-step in our direction. We looked 
around hastily for a rear exit from the booth, but 
finding none, turned to face him. 

“Look,” he shouted, “my store burned down two 
weeks ago. Everything was lost. I’m building 
a new store, but I can’t run a store without my 
copy of the Catalog Issue. What do I have to 
do to get another copy. I’ll pay whatever you 
want for another copy.” 

We sent him one of our office copies, for we would 
hate to think of him handicapped by the lack of 
the issue which you will be receiving in two weeks. 
This is a true story and shows the value you can 
get out of this issue, if you put it to work for you. 


P 





Korean Peace Will Bring 
New Problems for Dealers 


Peace in Korea, if it finally comes, will open up 
another season of guessing for hardware re- 
tailers. Will peace mean a relaxation of controls 
and more raw material for civilian products? How 
will it affect taxes, consumer credit, retail buying? 

The man who can answer those questions ac- 
curately just doesn’t exist. But there are some 
reasonable assumptions that can be made. 

For example, the recent action of Congress in 
dilly-dallying on such important matters as the 
tax bill and the extension of the Defense Act is 
directly attributable to their wanting to see what 
would happen in Korea. If the war had continued 
in earnest, it is likely that a harsh tax bill would 
have been put through and the Defense Act would 
have been strengthened and extended as President 
Truman requested. Now, with peace in prospect 
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there is likely to be a more moderate approach. 

The negotiation of a peace treaty in Korea will 
probably be long and complicated, and while there 
will no doubt be a demand for relaxation of some 
of the price and product controls, it is unlikely 
that any important steps will be taken in that di- 
rection for some time yet. 

In the first place, the basic defense program 
will be continued, especially in light of the Iranian 
situation, as will the European arms aid program. 
These two programs will require large amounts 
of material and plant capacity, but it is a pos- 
sibility that the target date for some of these 
programs may be pushed back a little to permit 
greater civilian production. 

So far as OPS and NPA are concerned, the new 
situation is most likely to be reflected more in a 
slow down in new orders, than a cancelling of 
existing orders. 

While all this is, basically, guessing, there is 
one point that does not require guesswork. That 
is that there will be a greater need for more 
aggressive selling in the immediate future. 
Statistically, there is a solid foundation for a con- 
tinuation of good retail sales volume. But with 
peace in Korea will also most likely come a grow- 
ing feeling among consumers that an important 
shortage of consumer goods is not likely. This 
means that you are going to have to go out after 
the consumer with considerably more energy than 
has been displayed this summer. 


Why Curtail Builders’ 
Hardware Lines? 


The builders’ hardware industry has before it a 
proposal of NPA to “simplify” the number and 
types of items now being manufactured. It is 
proposed that the present 30,000 items be reduced 
to 4000 items to meet military and essential 
civilian needs. The purpose of the order, NPA 
says, is to conserve scarce metals and “is found 
necessary and appropriate to promote the national 
defense.” 

This proposed standardization order is being 
met with a variety of opinions in the trade. Some 
manufacturers feel that it represents a somewhat 
welcome and over-due opportunity to eliminate a 
number of special, low-volume items that are a 
relic of a period of ample raw materials and robust 
competition. Others feel that it is simply an- 
other step in government regulation that has not 
been demonstrated necessary. 

Others are wondering why such a comparatively 
small industry as builders’ hardware has been 
chosen to be the first sacrifice, while other indus- 
tries where real metal savings are possible are 
permitted to produce unhampered. For example, 
while it is proposed to reduce the variety and sizes 
of builders’ hardware, the automobile industry is 
permitted to bring out new models and add to the 
variety and sizes of parts which must be produced 
and stocked. 

It is generally agreed that, by and large, the 
order is well’ written and reflects a knowledge of 
the trade by those who prepared it. It also re- 
flects the experience of a similar order in World 








War II when an all-out war was being fought. 
But the question remains, is such a government 
order necessary at this time? If metal savings 
are necessary, why is the relatively smal] builders’ 
hardware industry chosen to be the guinea pig? 
If NPA wants to save metals, why not tackle the 
really big users, such as the automobile industry? 
How many of us have sat down lately and added 
up the degree of control which the government 
now exercises over so-called private industry. 

Take the builders’ hardware industry. The 
government will tell them (if this new order be- 
comes a law) what models and types they may 
make; how much they can make (by controls on 
raw materials); what maximum price they may 
charge; what wages they must pay. A ceil- 
ing is put on their profits and, at the present rate, 
the next step is to tell them to whom they can sell 
(DO-97 is already working on that). 

How much further can we go and still kid our- 
selves into believing this is a land of free com- 
petition? England, with its avowal of National- 
ism doesn’t go much beyond that. 

Whatever good might be done in weeding out, 
by government edict, the uneconomic items in 
builders’ hardware lines today is a minor matter 
and one that should more properly be tackled by 
private management. We have the greatest re- 
spect for those men who wrote this order... 
they had a job to do... and we have the greatest 
respect for those men in industry who feel this 
order might do more good than harm. Yet, we 
cannot help but feel that the need for such an 
order has not been demonstrated and that it rep- 
resents an unnecessary extension of government 
regulation of industry. 

The available facts do not convince us that this 
order was developed in the course of an orderly, 
objective, unbiased effort to promote wise use of 
our raw materials. It is not a logical step at this 
time. There are too many other actions that 
should properly be taken before this one. 

We would be much more convinced of the gov- 
ernment’s sincerity if it made an honest effort to 
practise what it preaches. It could, for example, 
save an important amount of vital metal if it would 
ban the thousands of private cars assigned to the 
personal use of minor bureaucrats in Washington, 
people who in private business would be perfectly 
willing to walk or use taxis, as the rest of us do. 
But that is asking too much, we fear. 





Wholesaler’s Salesman 


We have received a letter from a reader who 
signs himself “A Wholesaler’s Salesman.” The let- 
ter comments on some points we have raised on 
this page and was apparently submitted for con- 
sideration for publication. While HA does, under 
certain circumstances, withhold the name of a 
writer of a letter that is published, it is done only 
when we have satisfied ourselves with the authen- 
ticity of the letter and the qualifications of the 
letter writer to comment on the subject. We do not 
publish letters from persons whose names are not 
known to the editors. If the writer of the letter 
mentioned previously will identify himself to us, 
we will be glad to consider publication of his 
comments. 
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Boost Sales with these popular 
ILCO NIGHT LATCHES! 


Display these easy-to-sell night latches in a prominent place where traffic is 
heavy. ILCO disc and pin tumbler cylinder night latches are proven, steady 
profit-makers . . . regardless of season. 













































Your customers know ILCO products are precision made, from finest ma- 
terials, with a high degree of lock security and lasting satisfaction . . . and 
they’re priced right, too. 


——— . s eeneeneme “——y 
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STANDARD DESIGN CASE 
with Pin Tumbler Cylinders 





These night latches have the popular 23%” backset 
and secure pin tumbler cylinders. Generous size case 
is extra rugged. Hand is reversible on all numbers. 
No. 219 can be furnished Master Keyed. All can be 
furnished keyed alike. 


Operation: By key outside and knob inside. Bolt may 
be held back by stop. 


No. 218, Black Wrinkle Finish and Cast Alloy Cylinder. 


No. 218C, Gold Bronze Wrinkle Finish and Cast Alloy 
Cylinder. 


No. 219, Black Wrinkle Finish and Solid Brass 
Cylinder. ‘ 


MODERN STREAMLINED CASE 
with Disc Tumbler Cylinders 


These two attractively designed night latches have 
214" backsets which make them adaptable for install- 
ation under many conditions. Both are reversible for 
doors of either hand. Each has a 5 disc cast alloy 
cylinder. Each can be furnished keyed alike. 


Operation: By key outside and knob inside. Bolt may 
be held back by stop. 


No. 210, Black Wrinkle Finish. 
No. 210C, Gold Bronze Wrinkle Finish. 








Get in touch now with your ILCO distributor—or write us for complete 
information, including our demonstrating mounts. Prominently placed 
in your store, they invite demonstrations that quickly sell the product. 





INDEPENDENT LOCK COMPANY 


FITCHBURG* MASSACHUSETTS 
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NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


CMP to Get Lion's Share of Steel 
Leaving 15 Pct for Other Users 


Now that the government’s controlled-materials plan 
(CMP) has gone into effect, the supply picture is con- 
siderably brighter for industries which are receiving 
allocations of basic metals, even though the program 
may not roll too smoothly for a couple of months. 

But for manufacturers of some lines of hardware 
and many other types of civilian hard goods, there 
seems to be the prospect of serious materials shortages 
while the kinks are being ironed out of CMP—and 
until they, too, are included under CMP, as now seems 
inevitable. 

For example, latest NPA estimate is that third- 
quarter allocations under CMP will soak up about 
17,400,000 tons of probable steel production—about 
85 pet. This is based on a hoped for total production 
for the three months of roughly 20,800,000 tons of 
finished steel. In this estimated output figure, no 
allowance is made for strikes, breakdowns, scrap short- 
ages, or other delaying factors. 

This leaves approximately 3,400,000 tons (about 15 
pet against previous government estimates of from 
35 to 50 pet) for the free market. Makers of automo- 
biles and appliances alone last year consumed steel at 
this rate. But manufacturers of all consumer durables 
not under CMP must now scramble for this 15 pct. 


OUTLOOK—This continued drying-up of free 
market supplies of steel, copper and aluminum 
makes it all the more obvious that equitable 
distribution to nondefense industries can’t be 

® accomplished by limitation (“M”) orders. Com- 
plete allocation of controlled materials to all 
manufacturers is still set unofficially for last 
quarter 1951. 


OPS Clamps Ceilings on Toys 
Under Margin Order, CPR-7 


Toys and Christmas decorations, the former cate- 
gory containing items ranging from chemical sets to 
western pistols of the approved movie type, have been 
placed under coverage of CPR-7. 

Three changes in amendments to the regulation 
spread control over toys made of wood and metals, 
plastics and rubber, and even paper. Likewise, the 
changes define Christmas decorations as tree orna- 
ments, electric lights, and stands. 
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The listing of toys is much more detailed, compris- 
ing such items as dolls and stuffed animals, toy slides 
and movie projectors, cameras and film, games, paint 
sets, crayons, coloring books, “cut outs,” clay, blocks, 





Details of the new amendment to CPR-7 which brings 
toys, games and Christmas decorations within the 
scope of that regulation appear on page 76 of this 
issue. 


phonographs, drums, horns, musical tops and similar 
noise-making items. Also enumerated are scientific 
and construction toys, non-lethal firearms and accom- 
panying holsters, pool tables, blackboards, hobby 
horses, carriages, tricycles, wagons, velocipedes, scoot- 
ers, autos, hand cars, and sleds. 

Athletic toys are on the list, as are airplane kits, 
metal doll houses, mechanical trains and accessories, 
kites, and toy service stations, laundries, cleaning 
equipment, cooking and tableware items. 

There is a special method of preparing pricing 
charts to indicate markup on the newly-covered pro#- 
ucts. Retailers’ charts may be compiled on the basis 
of merchandise sales during a base period extending 
from October 1 to December 10, 1950. The two-month 
spread was specified because of the seasonal nature of 
toy and decorations sales. 


OUTLOOK—Though it is too soon to tell 
whether toy manufacturers will come up with 
higher prices under CPR-22, it is possible that 
purchases for the remainder of the year will 
be on a squeeze basis under CPR-7 ceilings. 
Also since retailers use the Oct. 1-Dec. 10, 
1950 period for reporting invoices and the Dec. 
10, 1950, date as their list price date, it ap- 
pears that on most toy lines already bought, 
with the exception of packaged goods, price 
squeezes will also resuit. 





Fall Review of Regulation W Seen 
But No Easier Terms Forecast 


Federal Reserve Board has decided unofficially to 
let its installment-buying rules (Regulation W) stand 
the way they are until September. 

Despite mounting clamor from retailers, labor 
unions, and the public for relaxation of the present 
stiff controls over credit buying, FRB maintains that 
any relaxation this summer would simply fan the fires 
of inflation. 

(Continued on page 75) 
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New Enameledware 


Shown at the Atlantic City 
Housewares Show were five new 
additions to the regular Federal 





line of enameledware. The Blue- 
stone skillet is non-porous and easy 
to clean, and comes in 7-, 8-, and 
934-in. sizes. A new Bluestone 
steak broiler with wire rack was 
also shown. Additions to the Vogue 
line include a Four-In-One egg 
poacher, a Junior double broiler, 
and a three-qt. french fryer. Fed- 
eral Enameling & Stamping Co., 
Pittsburgh 30, Pa. 





New Micrometer 


This new No. 211 Starrett mi- 
crometer with rounded anvil mea- 
sures the wall thickness of bear- 





ings, tubing and various cylinders 
having walls up to 1 in. thick, and 


12 


Rounded anvil contact measures 
accurately in thousandths of an 
inch. Frame is ribbed and finished 
in black enamel, and thimble and 
sleeve have rust resistant, satin 
Chrome finish. A decimal equiva- 
lents table is stamped on the 
thimble. Sleeve adjustment main- 
tains accuracy. L. S. Starrett Co., 
Athol, Mass. 


Plastic Spray 


This spray-on plastic transparent 
coating protects and waterproofs 
almost any surface except syn- 
thetic and automobile paints. A 
mixed case of Krylon contains four 
cans of clear Krylon, four cans of 
white, for use as an enamel, and 
four cans of aluminum Krylon, for 





use anywhere that chrome-like 
color and protection are desired. 
Each case has merchandising aids, 
including explanatory folders for 
consumers, newspaper mats and a 
small counter display. Dealer cost: 
$17.20; retails for $25.80. Krylon, 
Inc., 2601 N. Broad St., Philadel- 
phia, Pa. 





LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 


Fishing Lure 


This new, spinner-type all-metal 
fishing lure, called Loose Cabvose, 
has erratic action in trolling, spin- 





ning or casting. It is 4 in. long, 
weighs 1% oz., and comes in three 
rust-proof finishes—all nickel, and 
combinations of nickel and copper 
or nickel and brass. The hook may 
be easily replaced. Loose Caboose 
is packaged in transparent, heavy 
plastic boxes, made in the shape 
of a fish. Advance Tackle Co., 215 
Glenwood Ave., Youngstown, Ohio. 





Refresher Sets 


This Krispette Refresher Set, 
formerly sold under the name of 
Ruzakware, is back on the market. 
Molded of clear transparent plas- 
tic, it is durable and resists scald- 





Units are odorless and 
The set has four indi- 


ing water. 
air-tight. 
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vidual boxes, three of which can be 
nested in the larger container. 
Suggested retail price is $2.39. 
Franklin Plastics, Franklia, Pa. 





Restyled Vacuum Bottles 


This Hy-Lo vacuum bottle line 
has been restyled, and now features 
a woven-line pattern against a 
background of green with brush 
A red 
plastic cup in the cap has been 
added. Sweet Seal Stopper will now 





be standard on all Hy-Lo bottles. 
This rubber stopper is unbreakable, 
easy to clean, prevents leakage and 
can be inserted or removed without 
force. Added to Hy-Lo quart bottles 
are three colorful nested plastic 
cups. Alladin Industries, Inc., 703 
Murfreesboro Rd., Nashville, Tenn. 


New Lock Series 


This new Lockset Series ‘410” 
includes National Lock’s Key Lock, 
Turn-button Lock, Privacy Lock 
and Knob Latch, in bright or dull 
brass, bright or dull chrome, and 
dull bronze finishes. Solid brass en- 
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trance door handle and dummy trim, 
consisting of knob and escutcheon, 
are included. The series feature 





fast installation, 5-pin tumbler 
lock construction, selected cold 
rolled steel mechanism, and posi- 
tive security. Units are packaged 
in colorful cartons, with position- 
ing template, illustrated instruc- 
tions, and necessary screws. Na- 
tional Lock Co., Rockford, Ill. 


Wire Crab Trap 


This new crab trap is wire mesh 
coated with Vinylite resins that 
resist corrosion by salt or fresh 





water. The trap is visible under 
water and sinks quickly. The sides 
of the trap open outward flat 
against the bottom, and are raised 
(Continued on page 58) 











TO HELP YOU 


SELL 


‘NEW DISPLAYS 








AND OTHER DEALER 
SALES WELPS 


As part of the “It’s Fun to 
Shoot” campaign, this sales aid kit 
is offered to dealers. It includes 
display cones for 22 cartridge boxes 
and cartons, display boxes, target 
dispensers, a giant Remington 
Pennant stretch, a 22 rifle window 





banner, and a display card. All 
are done in attractive colors. Rem- 
ington Arms Co., Inc., Bridgeport, 
Conn. 





Food Freezing Kit 


This new Freez-R-Pak Kit for 
simplified food packing and freez- 
ing is offered to dealers with the 
purchase of any of the four Ben- 
Hur 1951 freezer models. It in- 
cludes a Ben-Hur Ice Cube Maker, 
West Bend heavy-duty 8-qt. Food 
Blancher with Colander, a dozen 
16-0z. and 25-o0z. plastic Crown 


Freez-Tainers, 100-ft. roll of Mara- 
thon Tite Laminated One-Wrap 
Locker Paper, 15 pint-size and 12 
quart-size Marathon Freeztex Pack- 
ages, 36 Polyethylene bags in as- 
sorted sizes, 36-yard roll of Per- 
(Continued on page 67) 
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Better May Business 
Ended Spring Slump; 
Collections Slower 


The downhill slide in retail busi- 
ness which started when a buving 
wave ended rather suddenly in 
February, seems to have come to 
a stop. 

May retail business was gener- 
ally ahead of the April volume and 
nearly approximated the business 
done in March. 

Employment stands at the high- 
est point on record; personal in- 
come has been rising, and _ indi- 
vidual savings are increasing, so 
the prospects for retail business 
for the immediate future remain 
favorable. 

Inventories in many lines are 
heavy but these are being ccunter- 
balanced to some extent by recent 
cutbacks in production in some con- 
sumer lines, particularly on major 
electricals. 

Capital has been tied up in un- 
balanced inventories, at all levels, 
and cosequently this condition is 
reflected in current collections of 
accounts receivable. 

Many businesses which always 
discounted on time are presently 
forced to take longer to pay bills. 

Heavy inventories are posing a 
serious problem to many of the 
smaller retailers in particular and 
is further aggravated by the tight- 
ening of bank loans. The situation 
is expected to become more serious 
before it improves. 
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>» Retail business picks up 


» Collection of accounts slower 


» 22 lawyers draft Fair Trade proposal 


Outlook for the last quarter is 
that sales should show a further 
gain, and some lines of metal goods 
should begin to get in tighter sup- 
ply, although the real pinch, under 
present defense planning, will not 
be felt until the first quarter of 
1952. 


Macy Claimed to Have 
Signed F.T. Contract 


A recent and significant develop- 
ment in Fair Trade was an uncon- 
firmed report that R. H. Macy & 
Co. had signed its first Fair Trade 
contract with the Simmons Co., 
manufacturers of bedding. 

The Simmons Co., on June 13, 
mailed Fair Trade contracts cover- 
ing goods on Which it fixes prices 
to all retailers with which it does 
business. It warned that stores 
which did not sign the contracts 
would receive no more shipments 
of Beautyrest mattresses or cther 
Fair Traded products. 


Dept. Store Sales Up - 
Slightly in June 


Department store sales through- 
out the country were up 1 pct from 
the same 1950 week in the week 
ended June 16, reported the Federal 
Reserve Board. For the four weeks 
ended June 16 the rise was 3 pct 
and for the year to that date the 
gain over last year was 10 pet. 

The weekly index, without sea- 
sonal adjustment, stood at 304 for 
the week ended June 16, a 7-point 
drop from the previous week. 


Wholesale Price Index 
Shows Slight Drop 


The wholesale price index of the 
Bureau of Labor Statistics showed 
a slight drop for the week ended 
June 16. The index, at 181.6 pct of 
the 1926 level, was off 0.1 pct from 
the previous week. It was 15.7 pct 
over pre-Korean levels. 


22 Lawyers Draft Amendment to Put Teeth 
In Miller-Tydings Law; Trade Backing Urged 


The first forward step to recover 
the ground lost when the U. S. 
Supreme Court recently handed 
down an unfavorable decision on 
Fair Trade, was taken recently 
when a proposed amendment to the 
Miller-Tydings Act was drafted. 

The proposed legislation was 
drawn up by 22 lawyers, all but 
two of whom represented Fair 


Trading manufacturers, at a two- 
day session. It is reported to con- 
tain one provision which the Su- 
preme Court said was lacking from 
the Miller-Tydings law, when it 
was considering the Schwegmann 
case. 

The American Fair Trade Council 
in a bulletin to its members, dated 

(Continued on page 92) 
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There's more in this for you 
than meets the eye! 


Think of all the sales of other products be- 
hind every box of RB&W fasteners! 

RB&W bolts, nuts, screws and rivets are 
great hardware staples that constantly bring 
customers into your store and expose them to 
everything you sell. 

In addition to boosting other product sales, 
RB&W fasteners are top sellers in their own 
right, as hardware sales figures prove. And 
they’re one of the few profitable, fast-turn- 
over items that you can stock in quantity 


without worrying about style changes or 
damage. Thus, you keep time-consuming re- 
ordering to a minimum. 

You keep handling to a minimum, too .. . 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on your 
shelves .. . clearly-labelled to show in a jiffy 
the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


RB&Ww 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los QUALITY LINE 
Angeles, Calif. Additional sales offices at: Philadelphia, Detroit, 
Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


THE COMPLETE 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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MARQUETTE 15 Cu. FT. HOME FREEZER! oe 


Holds 525 Ibs. of vitamin-rich frozen meats, poultry, An amazing engineering achievement embodying se | 


oS 


fruits and vegetables ... more than a quarter of BIG Storage Capacity .. . efficient food freezing 
a ton! Takes up less floor space than most 12's! and preservation .. . long, trouble-free operation. 


A STRONG FREEZER PROGRAM HELPS KEEP AMERICA STRONG! aa 
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in your community now 1s More important 
© step-up home food than ever. You will Perform an important 
Preservation. Such mMe€asures are called SEfVice in POinting our the important famil 
Vital to our Civil Defense . . _ Vital to our €alth values | In p Omoting the man 
economy . , . Vital to our re-armament other food, time and Oney-saving features 
Program. of today’s modern Method of foo Preser- 
The health and Strength of every family vation—the home freezer. 
MARQUETTE HOME FREEZER; MARQUETTE HOME FREEZERs 
SAVE F000... SAVE Mowe Fave 
oe By cutting down on food waste and Buying foods and meats when they are 
“ COnservation of food at harvest time Plentiful stretches the family foog bud- 
-+. by Permitting housewives to freeze get... helps stabilize foog Prices by * 
food “leftovers” ‘or later consumption. Smoothing peaks ond valleys in supply 
and demand... check inflationary forces 
MARQUETTE HOME FREEZER; 


MARQUE 
SAVE TIME... OULD HILAL}, 
Shopping trips are reduced to 


imum. Fao 












fen... Protecting the health of (Cc 
devoted to families and e 
essential defense work. 


¢ Marouerre 
9 CU. FT. 


Affords maxim 
AVA Capacity in very small 
Grea. Only 44 inches long! 


Holds 315 Pounds of frozen 
foods. 


MARQUETTE 2 
22 CU. FT. 

For large families 

e farm...g real ne 

Provides low-cost Pe 

Storage Capacity 


=—=——VVVeldid  - 


EEZERS |, 
ges EC FR 
_ ZARM ANO HOM 

: PZ 


2 a LLL, 





UM storage 








and on 
Cessity, 
r cu. ff, 









12, 1951 
AGE, JULY 
HARDWARE 











+4 





soit Merchants 2 are getting re 
powerful, p rofit t-making p 









































eee eee ee we 














rere sss ttt 
++ 
+++ 
+4 = bq 
ot = 
++ 
+++ 
t+ 
Ss ~~ 
+ = 
Be a oO" 
++ 
4 4t. 
te 
HS 





Bolster your stock now with tough, durable. 


restone 


70 * SCREENING 


-won't rust or rot—never needs paint 


You don't need a very long memory to know what's going to | COLORS: Forest green, bronze brown or aluminum gray. 
happen—and very soon! Lose no time in assuring a steady 
supply of fast-selling FIRESTONE Velon for your store. Your DIMENSIONS: Standard widths—24”, 26”, 28”, 30”, 32”, 
customers want this permanent rustproof and stainproof 36”, 42” and 48”. First six widths fit display rack. Additional 
screening that can stay up summer and winter. FIRESTONE 
Velon has price-appeal to homeowners—and a sweet profit 
to you. 0.015”. em 
Type PE 
Pump 


widths on special order. Mesh 18 x 14. Filament diameter 


Fr 


This “SILENT SALESMAN” does a whale of a selling job! afi 


Gime _ 17 STORES..IT DISPLAYS...17 SES | ™ 


4 G R E Eh N | NIN G OF ne Gets your message across even when you're busy with other customers. 
WONT Rusy =f Compact—55%4" high, 45%” wide, 14” deep. 


WONT staiy 59 9 
“WONT BREAK /f YOU PAY ONLY J. — less than half our cost. That's not all. We 


prepay shipment from Chicago. 


Quick Facts About Firestone J2Zx 


1. Can't rust—never needs paint. 


2. Impervious to rain, sun, cold, smoke and soot. Not even salt spray 
—eternal enemy of screens—bothers it. 





. Won't sag or snag, break or bulge. 
. No need to dismantle and store during winter. 
. Lighter weight—greater impact strength. 
So easy to install—a bright lad or a woman can do it. 


y CT N OW! 115,000,000 sq. feet of plastic screening 


will go to market this year. Sounds like a lot—but it won't be so much 
when the stampede starts. If your local Jobber doesn't handle Velon, 
write direct—today! 


“TRADE MARK 


Plastic lloven Products |B] Ine, = cswocnsms 


WEAVERS OF Firestone )ZGi) SCREENING 
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GRAPHICALLY ILLUSTRATING PEAK 
PERFORMANCE YOU GET WITH 
FRACTIONAL H.P. GENERAL PURPOSE 
PEERLESS FLUIDYNE 

sone SUCTION PUMPS 





KEY TO CHART 

MTTCP UIE showing head. 
ATCT TMEEE characteristics of 
DEPENDABLE [aDeneeny as 


General Purpose 


ditional f f COMPACT Pumps at 3450 rpm. 


ameter 


KEY TO PUMP H.P. 

IN CHART ABOVE 
Fractional HP close 7 PE 25—'%4 hp 
Coupled Electric a wil PE 33—1/3 hp 


Type PE Fluidyne =, PE 50—/2 hp 

b a Pump sa ht PE 75—%%4 hp 

° Fractional HP ¢ f . eo ated 
Flexible Coupled , : nes Creer J a i vee 


Type 08 Flvidyne Caicos ce] 
Pump 


In addition to its peak performance ratings, Peerless offers: 


1—FOUR DIFFERENT TYPES OF DRIVE—ciose coupled electric, V 
and flat belt pulley and flexible coupled with pump and 
motor on common base. You select the pump best suited 
to your needs from a head range up to 110 feet, from a 
capacity range up to 65 gpm and motor sizes up to 11 hp. 
2—SIMPLICITY IN DESIGN, reflected in easy installation, long 
efficient life, ease of maintenance and replacement of parts. 
3—AVAILABLE FROM STOCK in most types and sizes, in stand- 
ard construction; factories at Los Angeles and Indianapolis. 
4—HYDRAULIC CHARACTERISTICS SUPERIOR TO CONVEN- 
TIONAL PUMPS. Performance chart above illustrates the 
excellent efficiencies over the entire operating range of 
the fractional hp line. 
5—NON-OVERLOADING IMPELLER DESIGN —— to prevent 
motor burn-out due to fluctuations under operating con- 
ditions. 

NEW BULLETIN describes additional features of both 
fractional and integral hp pumps in the Peer- 
less Fluidyne Line. Write for your copy of this 
24-page fully illustrated and descripitve bul- 
letin by requesting Bulletin B-2300 today. 


ba 


PEERLESS PUMP DIVISION 
Me FOOD MACHINERY AND CHEMICAL CORPORATION 
Address Inquiries to Factories at: 
Los Angeles 31, Calif. or Indianapolis 8, Indiana 
Offices: New York, Atlanta, Fresno, Los Angeles, 


Chicago, St. Louis, Phoenix; Dallas, Plainview 
and Lubbock, Texas; Albuquerque, New Mexico 
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SCHLAGE DURABILITY 


























latest in hardware and allied products, packaging and merchandising. Buyers — — plan 
now to attend, fill out and mail the registration coupon. Your admission badge, which 


OUTSTANDING 


Once again over 600 manufacturers will exhibit at the Industry's OUTSTANDING 
MERCHANDISING EVENT, the NATIONAL HARDWARE SHOW. Here buyers talk 


direct to manufacturers about price, delivery and production, and see the newest and 





a | y | 
Yy Wy, 


Wy 





will admit you without further registration, will be mailed to you. 


GRAND CENTRAL PALACE - NEW YORK CITY + OCT. 8-9-10-11-12, 1951 





REGISTRATION COUPON 
Save time by registering NOW. Fill in and mail this registration coupon 
and your admission badge will be mailed to you. 


NAME .... THES . er egow 
FIRM See Comes heey 
STREST ...... 


TYPE OF BUSINESS 
PRODUCTS SOLD .... 
Please check below the classification of your business. 

0) Wholesaler O Retailer (1 Dept. and Chain Store Buyer 
() Importer-Exporter [] Mfgrs'Agent [) Manufacturer Cj Other 
Please send us your hotel reservation blank. 














NATIONAL 


HARDWARE 
SHOW 


331 MADISON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 
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You don’t have to read a book to learn how to win 
friends nowadays. With J&L Ware you'll have the 
smoothest line in the country, because the J&L Steel 
Barrel Company has applied J&L quality controlled 
methods of manufacture to the production of galva- 
nized ware. 


The result—a new line of popular utility items 
strongly built with sturdy corrugations and rein- 
forcing bands, strong bails and handles with bail 
and handle ears securely fastened . . . all galvanized 
by the best quality controlled methods. 


What’s more, J&L Ware is priced right for the big 
volume market—the market that gives you the 
most profit and the quickest turnover. 


J&L STEEL BARRE 


A Subsidiary of Jones & Laugh 


CHRYSLER BUILDING, 
PLANTS: Bayonne, N.J. ¢ Cleveland, Ohio « 
Atlanta, Ga. ¢ Kansas City, Kansas © West Port Arthur, Texas ¢ Toledo, Ohio 
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“The most successful newspaper advertising 
we ever did!" is typical of reports received 
from Superflame dealers. Pictured above is 
one of the powerful newspaper mats in- 
cluded in the 195) “Early Bird” Promotion 
Kit. 






























Superflame Dealers say: 


These are excerpts from just a few 
of the hundreds of dealer letters in 
our files 


“Thanks for being FIRST WITH 
THE MOST ‘First’ with the best 
oil heater promotion deal—and 
‘most’ for our oil heater customer's 
dollar. We sold more Superflame 
Oil Heaters than in any previous 
years.” (Signed, L. W. Johnston, 
Johnston's Hardware, La Plata, 
Missouri.) 


. the best money making deal 
that was ever offered a dealer. This, 
with the Fuel-Saver feature, enabled 
us to out-sell and out-demonstrate all 
heater competition! The day the ad 
broke we sold 53 heaters, and that 
is profit!” (Signed, Stewart Green- 
ley, Greenley's, Flint, Michigan.) 
“Sales resistance and competition 
were overcome with this promo- 
tion. Your advertising aids were 
an honest inducement to raise 
sales.’ (Signed, S. R. Passel, Pre- 
mium Coal & Oil Company, Cincin- 
nati, Ohio.) 
“Our sales of Superflame Heaters 
were over 250 units. Thanks to 
the ‘Superfan’ Promotion! We 
never had anything break like this! 
Our first day we made 14 sales.” 
(Signed, Anton Christensen, Chris- 
tensen’s Appliance Stores, Ames 
and Nevada, lowa.) 
“The ‘Superfan’ Promotion met 
with tremendous acceptance. Ap- 
proximately two carloads of Super- 
ame Space Heaters sold proves it! 
We were able to outsell—outpunch 
—and outprofit competitive stores.” 
(Signed, Thomas C. Young, Presi- 
dent, Big Four Hardware Stores, 
Inc., Love's Park, Illinois.) 




















Superflame Dealer Sales Hit 
New High for 3rd Straight Year 


Proven Plan Sells Space Heaters By The Hundreds .. 
Success Stories From All Over The Nation 


It amazed everyone two years ago. It proved even more effective 
again last year. Enthusiastic dealers from all over the country sent 
similar reports . . . ‘Sold entire stock first day”... ‘Sold 80 Super- 
flames the first week”’ . . . “Sold 53 Superflames the day the ad broke” 


Queen Stove Works, Inc. with their distributors and dealers have developed 
a sure-fire sales promotion that has never failed to pay off in almost un- 
believable sales of Superflame heating appliances. Even in the face of 
consumer reluctance to buy appliances of any kind it has reversed the trend 
and has built high volume sales for every participating Superflame dealer. 
Factory, distributors and dealers alike have been amazed at the power 
packed into this greatest promotion in space heater history In both of the 
past two years it has cleaned out inventories and kept the factory busy 
day and night to keep up with the flood of dealer orders. 


What Happened Made History 


When officials of Queen Stove Works, Inc. decided to launch a startling, 
new, all-out aggressive promotion they felt that the new $34.95 Superfan 





Portable Blower in combination with 
Superflame Oil or Gas Heating Ap- 
pliances would make an offer that 
customers could not resist Complete 
sales kits were prepared containing 
window banners, counter cards, news- 
paper mats, radio announcements, 
etc. All Superflame dealers were fur- 
nished one of these sales kits and 
they immediately started their ad- 
vertising. What happened then a- 
stounded the entire industry. Super- 
fan with Superflame made the most 
powerful quick-acting sales promo- 
tion in space heater history. 


Dealer Profits Hit All-Time High 
Superflame dealers, from the small- 
est to the largest, reported the great- 
est sales increases they had ever 
seen. Results the second year were 
even more sensational. Surveys made 
show that in some cases Superflame 
dealers captured as much as 95% 
of the space heater sales in their 
area. Dealers who had never before 
been able to sell space heaters in 
August were selling them by the 
dozens ._ in some cases, by the 
hundreds. Even dealers who in previ- 
ous years were consistently high 
sales producers reported phenomenal 
increases. Factory production re- 
cords in 1950 shattered all previous 
records. Never before in the history 
of Queen Stove Works, Inc. have so 
many heaters been sold in so short 
a period of time F 


Greater Than Ever In 1951 


A brand new sales kit and a new 
sales program is ready now to make 
the 1951 “Superflame-Superfan”™ 
sales promotion bigger and better 
than ever before. Superflame dealers 
have already placed more future 
orders than at any time in the past 
concrete evidence of their belief that 
this year will be the biggest Super- 
flame year ever seen! 


Solves ‘'Trade-In’”’ Problems 
Every space heater dealer is faced 
with the problem of how to handle 
“trade-ins” and still make profit. 
The ‘“‘Superflame-Superfan”’ promo- 
tion proved to be an easy solution to 
this bothersome problem. By refer- 
ring to the fact that Superfan went 
with every Superflame, dealers were 
able to take “trade-ins” on a basis 
that guaranteed them a re-sale profit. 
*“*We made money on every trade-in” 
is a typical dealer comment. 















Promotion Starts August Ist 
Superflame dealers throughout the 
country are now viewing August Ist 
as a red letter day on their 1951 
business calendar. On this date the 
“Superflame-Superfan” promotion 
gets under way. Dealers will again 
be furnished with complete adver- 
tising kits containing all of the ad- 
vertising materials necessary to make 
1951 their greatest Superflame year. 





































Soperflame 


OIL HEATERS 
With The Amazing 


“FUEL-SAVER™ 


Give your customers 
more for their money with 
SUPERFLAME! More 
beauty! More comfort! 
Amazing fuel savings! 
Only SUPERFLAME has 
the super efficient ‘'Fuel- 
Saver’ that increases ra- 
diating surface 100% 
decreases chimney loss 
40%. The ‘“Fuel-Saver”’ 
combined with SUPER- 
FLAME'’S exclusive, pat- 
tented “Triple Combus- 
tion Burner” givesMORE 
HEAT from every drop 
of low cost fuel oil. Saves 
j tao — some- 15 Medets—30,000 

: te 104,000 BTU Output 


Superflome 
GAS 


EATERS 
With The Double 


“GAS-SAVER™ 


Superflame’s exclusive 
Double ‘‘Gas-Saver”’ 
speeds up warm air Cir- 
culation, doubles the 
square inches of radiat- 
ing surface and saves 
more fuel gives your 
customer more heat from 
every penny’s worth of 
gas! No other gas heaters 
have so many “‘quick- 
sale’’ easy-to-sell features 
as Superflame! A profit 
building line without om 
comparison! 7 med a ioe 
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YOU OFFER THIS $ 
FOR ONLY 


With Purchase of Any 
SUPERFLAME Oil or Gas Heater or Floor Furnace Selling for Oyer $74.95 















Y YOU SAVE Your Customers $30.00! 


¥Y YOU GIVE Your Customers a COMPLETE forced air heating sys- 
tem for only $4.95! 


o YOU GIVE Your Customers the world’s most versatile air cir- 
culator for only $4.95! 


¥ YOU will smash all sales records with this sensational "Early Bird Sale” offer! 

It’s irresistible! It’s twice proven as the biggest money maker ever developed 
for space heater dealers! It pulls customers into your store as no other pro- 
motion ever has! “Superflame-Superfan” is a combination that no other 
dealer can offer and makes Superflame “ Your Most Valuable Heating Appliance 


Franchise!” 


on 
oe 
~~ 3 
Superfan fits under Superflame 
— gives up to 25% more 
winter comfori—on the same 
amount of fuel. 


Superflame is the one and only “‘fast-selling” line! The “‘Jine of great promo- 
tions” and the “exclusive feature” line that means complete customer satis- 
faction! Forget about slow moving lines. Sell Superflame! You give your 
customers the best in heating and make more profits with Superflame! 


THE BIGGEST MONEY: MAKING 
PROMOTION YOUVE EVER SEEN! 


NO RED TAPE — IT’S LIKE FALLING OFF A LOG— 





q . INC. 
COMPLETE ADVERTISING AND SALES KIT FURNISHED Suh dees ond sayares Mitesote 
e m le 
Ic starts August Ist! There is still time to get all details. If you are now a Superflame 0 Sen, a . Early Birg” are” ot once iia 
dealer make sure your stocks are complete. Use your complete sales kit. Plan your Gils how 1 ALE! the big 


promotion and advertising so that you will REAP THE FULL PROFIT POTEN- 
TIAL! Contact your distributor right now if you have not as yet received your 
complete sales program kit! 

If you are not a Superflame dealer send the coupon at once or write or wire for 
the name of your distributor. Get the full details on this proven “Superflame- 
Superfan” promotion and how you can REAP THE PROFITS as other Super- 
flame dealers will! 


EASIER SALES! FASTER SALES! 


ALBERT LEA, 


at is 


MORE NET PROFITS FOR EVERY DEALER! 


MINNESOTA 
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Superfone 


O WOPERFLAME FRANCHISE. 
Distributorg” name of | 


AMERICA’S 
MOST VERSATILE 
AIR CIRCULATOR 


Superfan provides forced air 
warmth in winter with Super- 
flame ‘“‘Fuel-Saver” and ‘Gas- 
Saver" space heaters and floor 
furnaces. In hot summer weath- 
er Superfan keeps folks cooler! 
It circulates, cools bedrooms, 
ventilates kitchens. It’s the 
modern portable blower with 
countless uses! 
Py 


SAFE! 


NO DANGEROUS 
FAN BLADES 


Wa 





ME’ 
SALE’ 






" obtain an EXCLUSive 
™Y nearesy SUPERFLAME 



































WARREN-TEED SLEDGES IN TIME-SAVING, 
SPACE-SAVING CARTONS . . . money-saving 


items in your inventory enable you to handle and ware- 
house larger stocks faster .. . hasten turnover... and pay 
you more profit per square foot of storage space. 

Warren-Teed Sledges, forged from special open hearth 
steel,are rugged and durable. Striking faces are polished 
to a high gleam and protected with clear, tough lacquer. 
Easily identified . . . men who know and use well- 
balanced tools remember to ask for Warren-Teed Sledges 
by brand name. 


Today it is important that you carry an adequate in- 
ventory ... have quality tools when your customers want 
them. Order soon... a carton or a carload. 





PAINTED DUTCH BLUE 
FOR SALES APPEAL... 


@ Shown here are four sledges with fac- 
tory inserted handles — another time saver. 
@ Eye-catching blue quick- Also shown is a carton of four non-handled 
ens recognition, makes selling sledges. Both are easily shipped and effi- 
easier and assures user satis- ciently stored. 
faction and pride of ownership. 


GENERAL OFFICES . WARREN, OH!IO 


GENERAL SALES OFFICES - 105 W. ADAMS ST. . CHICAGO GILL. 
EXPORT DIVISION 30 CHURCH ST. - NEW YOu 7, IBER 














WENS-CC 


"FIBERGLAS a 
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with fac- 
e saver. 
handled 
ind effi- 


Consistently high profit margin 
.. . for years and years. 
Fastest turnover of your stock dollars 
... for years and years. 
Key to a successful service business 
... for years and years. 
A partner of the warm-air industry 
... for years and years. 
Original equipment in most warm-air furnaces 
.. . for years and years. 
Aggressively advertised to the public 
‘ ... for years and years. 
Field-tested selling helps, free 
... for years and years. 
The filter it pays you to promote 
for years and years. 








IBERGLAS ° STO }} 


"FIBERGLAS and DUST-STOP are trade-marks of Owens-Corning Fiberglas Corporation for products made of or with fibers of glass. 
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"Business opportunities appear brighter now that 


EVERYTHING HINGES ON HACER /“ 


ih © —a— 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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HeaTiné APPLIANCES 
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IN MANUFACTURING EXPERIENCE 
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Built by TEMCO, Gas Appliance 
Specialists for more than 30 years. 


& 


Backed by experience gained in the 
manufacture of over a million gas 
home heating units. 


Styled to attract customers, priced to 
sell them. 


Finished in famous TEMCO Porcelain 
Enamel, the ‘“‘Lifetime”’ Finish. 


\NS; 
F) 


America’s most complete line of Gas 
heaters. TEMCO, Inc., Division B-312, Nashville, Tennessee 


Please send me your Gas Heater Catalogue. 


0 ee 
a 
City_ 


ee 
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NATIONAL CASH REGISTERS assure the customer that all sales of 
more than one item are added correctly. 


NATIONAL CASH REGISTERS bring all posting up-to-the-minute. 
Give control of buying and advertising. 





“With new National Sales Registers 


we build profits 
with a bonus plan!” 























AND | 
another | 
sensation 
it should 
“* After installing National Sales control our buying, and also our advertising displays. zoom up 
Registers in our hardware store Cash Shortages Disappear transpar. 
and in our lumber yard, we . to help ) 
awe heen able to increases car 4. _- Siler our old system we had cash shortages daily. Now 
sales by placing our salespeople | they are practically non-existent. I’m sorry we didn’t 
on a bonus plan. The detailed install — system sooner, and I highly rec- 
, . ommend it! 
esp sane pie at wae So writes Mr. Gee after installing National Sales 
this. The salespeople are well Registers in his busy building supply store. 
pleased because they can handle National equipment brings many advantages to hard- 
their customers faster, and they ware dealers. It means increased sales, faster turnover, 
£ie are now in a position to earn greater profit, accurate handling of ail money, and quick, 
MR. EDWARD GEE, more money. low-cost record keeping. 
President, Gee Lumber : Call your local National representative. Ask him to 
Sr tee et. Posting Completed survey your present methods, and show you how you 
Chicago 29, Ill. 4 Weeks Sooner can speed service, cut costs, and increase profits in 
“Before installing our new National Sales Register 9°“ store! ? 
System, our posting was from three to four weeks late. ya 
Now it is up-to-the-minute. This is very important, a | “ 
because it gives us the proper control over Purchases, 
Sales, and Money. We now know in what departments Wultional 
merchandise is moving quickly—or slowly. We can 
i CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 
THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO bie. said 
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Everything New Except the Name! 


OR Cuil vay 


ENAMELS... in colors and clear! 


NEW... An entirely re-formulated enamel that assures 





perfect results and a smooth gleaming paint job every time! 


NEW... A new can featuring a better spray head. Just 
press the button and spray away — anyone can do it... 
truly PUSH BUTTON PAINTING. 


NEW... An attractive colorful label design that will 


AND AT THE SAME OLD LOW PRICES... Hereis attract your customers — and help sell more QUIK-SPRAY 
another progressive step by SHEFFIELD! QUIK-SPRAY has enjoyed 
sensational successes in stores everywhere ...now improved as it is, 


it should be even greater! FEATURE it...and watch your profits AJ EWS... A modern design can that is easy to grip for 


for you! 


















displays. zoom up! A full range of colors, as well as ALUMINUM and CLEAR text ‘I : P ; : 
transparent finish. FREE COUNTER CARDS AND NEWSPAPER MATS $P/@Y Painting ... will not tip over easily. . . and is attractive 
. to help you sell more. ORDER YOUR ASSORTMENT NOW! because of its size! 
aily. Now 
we didn’t NEW 
ighly rec- 
nal Sales 
* THE ONE ALUMINUM 
: to hard- PAINT THAT DOES THE ENTIRE JOB 
turnover, Now... the new and improved SUPER-KROME, even better than ever 
nd quick, before! Featuring an ADDED OIL LENGTH... the NEW SUPER-KROME 
needs no oil added... even for priming! More than ever before... it 
ic helen to is the one aluminum paint that does the entire job... covering wood... 
brick or metal surfaces with one coat! Interior or exterior... the NEW 
how you Super-Krome leaves a brilliant aluminum finish that lasts and lasts. 
rofits in Flows on satin smooth... NEW Super-Krome is ready mixed... and 
fills the bill every time. A great value... the fastest selling aluminum 
ah paint in hardware and paint stores everywhere. 
_ Good Housekeeping For further details...descriptive folders and advertising sales helps... 
sa 2245 aoveanseo Wa write today to... 






a | ee Per LL 


ONE OF THE WORLD'S LARGEST [2 
sciiitaainasd MANUFACTURERS Of ALUMINUM PAINTS CLEVELAND 19, OHIO : 
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CHICKEN 
FRYER 


8520-G 


COLORFUL SELF-SELLING 
LABEL INSIDE 


New sales and profits are yours No more lid-lifting to “see if it’s done”—just 


with Everedy’s handsome Speedy-Clean look through the cover! 


Chicken Fryers and Dutch Ovens with 
new glass covers. All over the country, 
housewives and homemakers are swing- 
ing to “visual cooking”... once they use 
a glass cover, they want to use it every 
time. And when they shop for new uten- 
sils, these style-conscious women demand 


the ones with heat-proof glass covers. 


So climb on the bandwagon. Sell the uten- 


sils your customers want most—Speedy- 
Clean with new heat-proof glass covers! 
Show your customers the many advantages 
of these beautiful, useful utensils: 


Glass covers are just as easy to clean as 
Speedy-Clean! ® 


They’re lightweight and self-basting! 
%e 


Metal bottoms cook perfectly because they're 
heavy steel, triple-clad with copper, nickel and 
chrome! e 


Go after new utensil profits with the new Speedy-Clean. 
See the glass-covered Chicken Fryers and Dutch Ovens 
at the Housewares Show, or write to us for name of our 
representative or your nearest jobber. 


The EVEREDYG. Stock aud Sell 


FREDERICK, MARYLAND 
MAKERS OF 'TATER BAKER® @ OVENOLA® © KAKE-SAVER® the New Speedy-Clean 


BACON-EGGERS* © KORN POPPER® © ELECTRIC BROILER ‘ 
T.M. REG. APP. FOR 
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YOU GIVE THIS 


TO EVERY EARLY 
SCOTSMAN HEATER BUYER! 


(With Any Gas or Oil Heater Selling for $84.95 or more) 


GIVES vou@zic 
SALES ADVANTAGES 


. NEW! Completely Automatic Heating 
Without ween: 8 No wiring needed. 
No costly installation. This newly developed 


Automatic Thermostat attaches quickly to the 
SCOTSMAN Safety Control Valve! 


NEW! “‘Round-The-Clock”’ Comfort! 

Just set the dial and room temperature 
is maintained within 2 degrees at all times! 
Work-free, worry-free heating. A comfortable 
house every morning! 


NEW! Complete Convenience at NO 
CHARGE! You give your customers the 

same benefits as a $35.00 electric thermostat 

would—AND AT NO EXTRA CHARGE! 


NEW! Fuel Saving Economy! Fuel sav- 
ings amount to as much as 50% in mild 
weather. You offer your customers ‘automatic 
fuel savings every dey of the year, even in cold- 
est weather. No overheating guarantees this! 





America's Finest, Most 
Efficient Gas Heater 


SCOTSMAN 
uly Ps GAS HEATERS 


5 “*Value-Packed’’ Models . . . 18,000 
BTU to 65,000 BTU Input! The greatest 
array of ‘‘fast sale’’ features in the indus- 
try. Amazing ‘‘No-Flash-Back”’ Stainless 
Steel Ribbon Type Burner, new improved 
“All-In-One”’ 100% Automatic Safety Shut- 
Off Control, large heat chamber, double 
“Gas-Economizer” and many other great 
features make SCOTSMAN the high vol- 
ume, high profit line! 


SCOTSMAN is 


Unsurpassed For Beauty, 
Dependability and 
ney 


ee). SCOTSMAN 
\hniftVilot O11 HEATERS 


5 “Ultra-Modern’’ Models . . . 37,000 
BTU to 70,000 BTU Output! More ‘‘sales- 
clinching”’ features! Models for every pros- 
pect. Exclusive, patented ‘“Thrift-Pilot”’ 

burner. Oversize square heat chamber gives 
25% MORE radiating surface. Large ‘‘Heat 
Economizer”’ stops heat waste. Many other 
parece sales advantages oo, 

RE sales, MORE profits with SCO 


GOOMING-/ 


YOU CAN’T MAKE A STRONGER “PREMIUM OFFER"! You give’ one of the nef 
“Add-On” automatic thermostats FREE with any SCOTSMAN Oil or Gas Heater selling 


for $84.95 or more! 


“QUICK-SALE”’ PLAN GUARANTEES EARLY SALES! Selling space heaters in August 
is not the usual plan, but—here’s a promotion that guarantees the unusual! You'll have 
volume sales in August and all through the heater season. 

SALES “UNLIMITED” IF YOU DO THIS NOW! Sale starts August Ist. The only thing 
that will limit YOUR SALES during this promotion will be lack of heaters. Be prepared with 


an adequate stock of SCOTSMAN heaters. 


Contact your distributor NOW! Get set for the 


biggest SCOTSMAN Space Heater year you've ever had! 


COMPLETE SALES; PROMOTION 
KIT FURNISHED! 


American Gas Machine Co., 
| Dept HA71, Albert Lea, Minn. 


| () Please send me Sales program and complete | 
| details on the sensational SCOTSMAN “Quick-Sale” | 


[) Send me complete literature and the name of 
my SCOTSMAN distributor. 
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HANDY COILS" 


NowinNEW ™ 


ho 








It’s a 


1/4" 5/16" 3/8" 1/2" dia. 
100 ft. connected coils. 
Approximately 15 Ibs. of 





SHIPPING BOX! } \"""="* 


Handy Coils of ‘American Brand’’ Pure Manila 
Rope have set a new fast pace in rope merchan- 
dising. Jobbers and dealers have stepped up their 
volume and profit—in Handy Coils (and in 
large coils). 
Now, Handy Coils come to you mill-fresh in 
factory-sealed boxes. The box opens into an 
attractive counter sales display. There’s worthwhile volume in small- 
size ropes—and Handy Coils are the best way to get it. Write for 
complete information and delivery schedules. 


Specify “‘American Brand” Pure Manila Rope 
when you buy full coils. 


American Manufacturing Company, Brooklyn 22, N. Y. 
ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 


\ 


ee ee ee 


AMERICAN MANUFACTURING CO. 
Noble & West Sts., Brooklyn 22, N. Y. - 
H. A. 


Please send complete information about 
HANDY COILS, “American Brand“’ Pure Manila 
Rope in the New 2 in 1 Package. 
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Address 





City 
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Zone State 





SALES OFFICES: BOSTON » CHICAGO » HOUSTON » NEW ORLEANS « PHILADELPHIA * SAN FRANCISCO Bo oo oes ees ees come mo es ee es es es es 
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One-Stop Shopping 


The S. E. Bolton Hardware 
Store, Oklahoma City, Okla., has to 
create a big percentage of its traffic 
and most of it is on wheels. But 
the store is stopping traffic by of- 
fering one-stop shopping service 
that pulls people to the store from 
across town because they have the 
assurance they'll find all their needs 
under one roof—and no parking 
worries. 
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“Pedestrian traffic is a thing of 
the past,” observes H. W. Rankin, 
store manager. “Hence, modern 
merchandisers cannot afford to be 
pedestrian - minded. Our merchan- 
dising parallels that of the super- 
market operators.” 

The physical layout of the Bolton 
store is also patterned along the 
lines of the modern super market. 
It has 12,000 sq ft of main floor 


Sales Building ideas 


This Oklahoma store finds that 
use of supermarket techniques 
builds traffic and sales volume 


H. W. Rankin, man- 
ager, S. E. Bolton 
Hardware Store. 


From the mezzanine, 

one can look down 

on the 12,000 square 

feet of main floor 

selling space of this 

one - stop service 
store. 


selling space, plus an encircling 
mezzanine, and a modern full 
vision glass front. There are 28 
display islands in the main sales 
section. 

Probably the most unique fea- 
ture of the store is its “cafe.” It 
has a conventional type counter 
with 14 stools. Complete fountain 
service is available. In addition, 
there are 28 booths seating two 


33 





Toys are a year a-ound seller at the Bolton Hardware. ~ 
The department occupies a section under the mezzanine.: 


<% 


* ay . 
et or 8, 


The store's electrical supplies department includes, light fixtures, a 
large line of lamps, and on display tables, small electrical supplies. 





An unique service is a “cafe'' complete with counter service and booths in a separate 
dining room, partitioned off from the store, more evidence of one-stop merchandising. 
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people and eight booths seating 
four. Short orders, plate lunches 
are prepared in a _ completely 
modern kitchen. 

But Mr. Rankin does not look 
upon the cafe as a traffic puller. 
People don’t come in to patronize 
the cafe and then do their shop- 
ping. It’s the reverse that’s true. 
Customers come in, first to do their 
shopping and then stop at the cafe 
for refreshment. 

Why the fountain, then? “It’s 
what customers want,” says 
Mr. Rankin. “It’s that one-stop 
service that brings them into the 
store. We cater to their conve- 
nience. They reciprocate by patron- 
izing us.” 

3olton Hardware is also a ser- 
vice institution in its lines. No 
matter what the customer wants 
in hardware, it can be found at 
the store. “Full lines are a neces- 
sity,” reports Mr. Rankin. “Many 
people, because of today’s high 
labor costs, are trying to do their 
own repairs, even their own plumb- 
ing.” 

For that reason, the manage- 
ment has found it necessary to 
have trained clerks in each depart- 
ment. The store has 27 employees. 
“We should have double that num- 
ber to keep our store up to the 
variety -store par in appearance, 
but we cannot use unskilled sales- 
people,” Mr. Rankin points out. 

Because of the thousands of 
items the store stocks, buying is a 
task. Department heads used to 
do their own buying but that prac- 
tice was discontinued. Mr. Rankin 
feels that without an overall pic- 
ture of the operation, no one is 
qualified to buy properly. He says, 
“Too much money can be tied up in 
slow moving items, or by not keep- 
ing abreast of trends, shortages 
will occur.” 

Mr. Rankin does all of the buy- 
ing except for the paint and 
plumbing departments. He explains 
his buying technique in this way: 
“I seldom order a large quantity 
from any one source. I split that 
order up among three or four 
sources. In that way, I have mer- 
chandise coming in at staggered 
intervals. This keeps down our 
warehousing costs; means there is 
less money invested, and results in 
a higher turnover on the money 
invested.” 

This plan has now been modified 
because of current conditions, and 
items that might become in critical 
supply, or are already so, are bought 
when they can be. The theory is 
that it is best to have the items, 
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The paint section 
offers a complete 
decorating service 
for in addition to 
paints, wall paper 
and floor coverings 
are displayed in 
this department. 


when they are called for rather 
than to adhere to a strict buying 
policy. 

Bolton’s hardware is not located 
in downtown Oklahoma City, nor is 
it situated in a shopping district. 
Tle store is about a mile from the 
heirt of the city, on a main thor- 


oughfare, over which heavy auto 
traffic passes. 

As a lure for motorists, the store 
offers parking facilities at the front 
of the building, for those who want 
to dash in and out. But for those 
who have more time, there is a 
parking lot across the street. 


It is Mr. Rankin’s contention 
that if people find it inconvenient 
to use their cars to shop at a store, 
they will go elsewhere. They also 
prefer to concentrate their shop- 
ping. That’s why, Bolton Hard- 
ware, to court business, offers one- 
stop service and parking facilities. 


$1,500 Worth of Hobby Sales 


4 model supply department 
brought J. H. Mahoney, Inc., Dem- 
ing, New Mexico, $1,500 worth of 
sales in the first year, reports Jim 
Lundy, manager of the hardware 
store. 

Mr. Lundy promotes hobby sup- 
plies, not only for their sales poten- 
tial, but because they draw school 
children from miles around to the 
store. He wants to get the young 
people in the habit of shopping at 
Mahoney’s. 

“It’s surprising how many of the 
youngsters come in with their dads, 
who, incidentally, also build planes 
or other models,” he observes. “In 
fact, I like to build model planes 
myself.” 

When the hobby department was 
first put in the store, Mr. Lundy 
started it on the way toward prof- 
its by mailing 700 post cards to 
school children to tell them that 
Mahoney’s was ready for them with 
hobby supplies. 
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Jim Lundy, manager of Mahoney's in Deming, N. Mex., with one of the 
models that contributes to the hobby department's $1500 volume. 





Above—Attractive front 
staircase to basement 
is flanked with reminder 
of merchandise sold in 
women's section. 


Entire first floor of the 
store is clearly visible from 
the street. 


Above — Woodworking and 

other power tool equipment is 

displayed on this two-level 
open end and side unit. 


Left—Tool display, 5 by 14 
ft., with indirect lighting in 
overhang. 
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Volume in New Quarters 


Wisconsin dealer’s colorful interior visual 

front store features women’s lines in base- 

ment and devotes first floor to men’s lines. 
All types of customers like new store 


Adolph Larsen and his son, Bill, 
more than tripled business by mov- 
ing their Belle City Hardware, 
W. Racine, Wis., one block to a new 
store. A colorful interior, good 
lighting and spacious aisles were 
all combined to attract more traffic 
and make greater sales. Traffic, so 
far, has been equally divided be- 
tween men and women. 

When the Larsens opened their 
new 40 by 80 ft. store on a 40 by 
120 ft. plot they thought they 
would have ample store space for 


some time to come. This proved 
wrong and a 40 ft. square addition 
had to be arranged to accommodate 
the firm’s appliance service, saw 
filing, lawn mower and other repair 
and service work plus its industrial 
supplies section. 

The new store at 3308-10 Wash- 
ington Ave. cost $50,000 including 
land, building and fixtures, and is 
planned so that most of the first 
floor is largely stocked with men’s 
lines, those appealing chiefly to 
women being in the very attractive 


BILL LARSEN 


basement display room. Through- 
out both floors the store is neat and 
attractive but the basement was 
planned with glamor in mind. 

Just inside the double entrance 
doors of the new store is a bid for 
inspection of the basement in the 
form of a 10 ft. wide, tiled and 
neatly railed staircase to the lower 
floor. Glass showcases and shelving 
around the staircase are used to 
feature merchandise sold in the 
basement. 

The new store’s first floor has 


Two tones of orchid and dark green strip in which shadow boxes have been cut gives real brightness to basement. 
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aqua colored walls and canary 
yellow display backgrounds, brown- 
flecked asphalt tile floors and 
fluorescent lighting. Fixtures con- 
structed by the Larsens are fin- 
ished in a light grey shade. Every 
effort was made to make the first 
floor one in which the man in over- 
alls would feel as much at ease as 
the man in a white collar. 

One of the first floor features is a 
15 by 15 ft. cash register and wrap- 
ping table, located in the rear, with 
three openings for easy entrance 
and exit. Directly behind this 
section is a 15 ft. window glass dis- 
play and storage table. 

The Belle City Hardware Co., a 
Wisco member, has its basement 
finished in a pale and dark orchid 


shades a color combination having 
strong appeal to feminine custom- 
ers. The Larsens feel that while a 
man doesn’t like the idea of having 
to go downstairs to buy, a woman 
doesn’t object to visiting a glamor- 
ized basement. Thus far, the base- 
ment area’s sales account for about 
50 pet. of the firm’s volume. 

Below the stairs is a 15 by 15 ft. 
wrap counter area, with three 
entries. The table is done in a 
light orchid color as are all islands 
in the basement. Backgrounds for 
the walls are done in a darker, 
orchid tone. Wall areas all have 
indirect fluorescent lighting, plus 
ceiling fluorescents. 

Appliances, luggage, glassware, 
gifts and housewares all receive 


Wrap counter on first floor, cash register in center and displays on four corners. 


Another view of & 
basement display® 


room. Combination 
wrap and cash regis- 
ter counter has top 
of unit displays of 
fancy and utility 
gift items. 


excellent showing in the basement. 
Shadow boxes along the near-ceil- 
ing area are cut into a corrugated 
green board trim, indirectly 
lighted, and with a light orchid 
background. Small appliance and 
glass items fit admirably into these 
shadow boxes. 

A second and smaller basement 
entrance from the first floor is also 
advantageous in securing traffic 
flow. It is located to the rear of the 
basement area. 

More than 10,000 people flocked 
to the new store on its two opening 
days. 5000 baby orchids were given 
to women visitors. The Larsens 
purposely held their opening on 
Nov. 21 and 22, just before Thanks- 
giving. 

First floor lights are left on all 
night, because Racine is a busy 
industrial city with many night 
shifts. Factory workers, going to 
and from work on night shifts 
frequently park their cars outside 
the store to look at tools and other 
first floor merchandise, and then 
come in to buy the next few days. 
So many sales have been traced to 
this night lighting policy that the 
store will be kept lighted in this 
manner indefinitely, Mr. 
reports. 

The merchandising program also 
includes the services of a full time 
appliance salesman, who works on 
a guarantee and a commission. Mr. 
Larsen says an outside salesman 
who knows how to sell can reach 
many prospects and clinch a sale 
before they cocl off. This is espe- 


(Continued on page 56) 
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Service + Personal Contact= 
Good Industrial Sales 


W eekiy contact with 150 industrial concerns 
and daily delivery help Smith Hardware Co. 
do 60 pct of volume in mill supplies lines 


“We get industrial supply busi- 
ness because we go after it and 
keep in regular contact with our 
customers,” says Harold Smith of 
Smith Hardware Co., 21 Rolfe St., 
Cranston, R. I. This department 
has been developed during the past 
four years since the Smith broth- 
ers—Harold and Leo—assumed op- 
eration of the store. It produces 
about 60 pct of the firm’s annual 
sales volume. 

Leo Smith is in charge of the 
industrial sales end of the firm. He 
keeps a complete file on industrial 
customers and prospects and con- 
centrates field sales work on 150 
companies which he contacts weekly 
by personal visit or phone calls. 
Other concerns are contacted on a 
daily basis and a few have require- 
ments that necessitate phone con- 
tact twice daily, in the morning 
and late in the afternoon. 


“Our constant contact with in- 
dustrial concerns produces the bulk 
of the business of this depart- 
ment,” explains Harold Smith. 
“Our industrial customers know 
our lines and know that we can 
give them good service. My brother 
knows each customer personally 
and has a fairly definite knowledge 
of what each company uses and 
needs. He carries samples of new 
products, gives informative sales 
talks on them and carries printed 
matter on new equipment. Jewelry 
and textile manufacturers are nu- 
merous throughout Providence and 
surrounding areas, and are among 
our sources of considerable indus- 
trial supply sales. Occasionally my 
brother goes to Attleboro, Mass., 
another important jewelry manu- 
facturing center.” 

Constant personal contact is im- 


portant to the Smiths but they 
consider daily delivery service their 
chief sales aid. Harold Smith says, 
“When these manufacturers need 
tools and supplies, they want them 
right away. Their requirements 
often change quickly depending 
upon the type of orders they are 
handling, and they require a wide 
variety of tools. Speed is the im- 
portant factor; daily delivery ser- 
vice is our biggest bid for this 
business. Purchasing agents know 
that what they order one day will 
be delivered the next.” 

The two biggest selling lines are 
drills, which range in price from 
$1.50 a dozen to $30 a dozen, and 
files in a complete range. Mills and 
jewelry manufacturers use large 
quantities of these products, and 
they reorder them weekly, and even 

(Continued on p1ge 54) 


Harold Smith, left, looks on as his brother, Leo, shows an industrial user a manufacturer's circular on tools. 
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This counter display of a clean and a used air filter has proved very successful in building filter sales. 


How to Make Profits 





Selling Air Filters 











Aggressive promotion of air filters, Marleau Hard- 

ware finds, results not only in better filter sales 

volume, but also in increased store traffic that 

builds up sales in other departments. Here are the 

details of the successful filter promotion program 
used by this Toledo dealer 


Chester J. Marleau, operating head of 

the company, lays out his own air filter 

advertisements which form a vital link 
in his filter promotion plan. 
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on the sides or front of the bus. 

Within the main entrance to the 
store are displayed filter window 
stickers and filters so that the cus- 
tomer is reminded of the product 
as soon as he enters the establish- 
ment. In addition, the department 
handling filters is nearest to the 
main entrance. Attractive counter 
displays are arranged in the depart- 
ment, and, for contrast, to demon- 
strate need for replacement, a used 
filter loaded with dust is shown 
along side a clean one. 

An active direct mail campaign 
is maintained for major customers, 
in which is included filter informa- 
tion. 

Customer 


resistance is lower 


where nationally advertised filters 
are concerned, company salesmen 
believe. This acceptance carries 
over to other products the customer 
is interested in if the initial ap- 
proach is made with a well-known 
item. 


Brisk Cold Weather Sales 


Robert W. Cole, department man- 
ager, says the average sale of filters 
is two to a customer. He reports 
that the sale of filters is brisk 
during cold weather, as owners of 
forced - warm - air - heating systems 
have learned that they get more 
heat and better fuel efficiency with 
clean filters. 

Salesmen of the Marleau ccom- 


pany are continually conducting an 
educational campaign to impres 
upon their forced-warm-air-heat. 
ing customers the advisability of 
changing filters twice a year. 

The promotion of filters, which 
is most active in the fall and mid. 
winter, ties in with the store’s 
year-round merchandising pro 
gram. 

The D. J. Marleau Hardware Co, 
occupies an attractive building of 
masonry with a glass front, con- 
structed in 1945. Sales floor space 
is 160 by 60 ft, with an equal 
area to the rear for warehouse stor. 
age. The company sold some 278 
freight carloads of hardware mer- 
chandise in 1950. 


Guaranteed Repair Work 


“Customers like the idea of guar- 
anteed repair work as it makes them 
feel that they’ll be treated right in 
such a store,” reports Frank In- 
grassia, of the Ingrassia Ace Store, 
Rockford, Ill. 

“Very few repairs ever come back 
for rechecking, but the advertising 
feature of the offer is a good busi- 
ness-building idea. When customers 
know that they are dealing with a 
store which is willing to guarantee 
its repair work, they also feel more 
inclined to buy their appliances 
there.” 

The service department is a 


Makes for Easier Selling 


profit-maker for the Illinois store. 
In charge of Emil Rossie, the de- 
partment is equipped to handle gun, 
bicycle, radio, appliance oil burner, 
stoker and motor repairs, and the 
department has just been revamped 
to handle television repairs as well. 

“A service department is very 
important in selling appliances to- 
day,” says Frank Ingrassia, who 
with his brother, Theodore, and his 
father, Joseph, operate the store. 
“An alert and efficient repair de- 
partment can turn over many tips 
on appliance prospects.” 

At present the service department 


Emil Rossie, service department manager, is prepared to 
handle almost any sort of repairs, including television. 


is able to offer three-day service, 
but the policy is to ask for a week 
on larger repairs. This allows suf- 


ficient time to do a good job and to & 


procure any parts which may not be 
in stock when the appliance is 
brought in for repair. 

The service department is located 
in the basement, adjacent to the 
sporting goods section. 


Off-Street Parking Space 
For New Buildings 


In an attempt to get the cars 
off the street, Jefferson county, 
Kentucky, has adopted new off- 
street parking space requirements 
for new buildings. 

According to the American So- 
ciety of Planning officials, all struc- 
tures built outside of the limits of 
Louisville must now provide park- 
ing spaces either on the premises 
or within a specified distance. Only 
manufacturing and storage plants 
are excluded from the initial order, 
and it is planned, in time, to in- 
clude them. 

Every one-, two- 
from now on must provide one 
parking space on the premises for 
each dwelling unit and curb park- 
ing cannot be counted as on the 
premises. A law passed last year 
in Louisville made similar provi- 
sions concerning all new apart- 
ments, schools, churches, retail 
stores, hospitals and other types 
of buildings in the city. 
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Window displays, newspaper and billboard advertising have made the Southern Hardware 
& Lumber Co. in New Orleans, the center for barbecue pits, grills, and ali accessories. 


Outdoor Cooking Goods Sell All Year 


Louisiana dealer finds March is the peak selling 
month for barbecue items, though for him they 
are a natural year-round promotion 


With outdoor cooking becoming 
more popular every year, barbecue 
lines should be moved to the fore 
in spring and summer promotions. 
Though Earl S. Robinson, Jr., 
manager of the Southern Hard- 
ware & Lumber Co., New Orleans, 
because of the warm year-round 
climate in Louisiana, is able to 
promote his company’s barbecue 
equipment around the calendar, his 
peak sales opportunity comes in 
March. It is then most people start 
thinking about outdoor living. 

The Southern Hardware & Lum- 
ber Co. handles only one line of 
grills in several models to elim- 
inate comparison with other types 
and to make it possible to put more 
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March is the peak selling season for the store's line of barbecue 


equipment and 


it gets off to a good start with this billboard on top of the store building. 
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It’s Barbecue Time Again! 
Now's the time to build that barbecue pit you've been wanting. 
Emoy the 


es outdoor cookery « and you'll find 
everything you need at SOUTHERN'S berbecue center, 
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A covering illustration such as in this ad 

visualizes the delights of outdoor cook- 

ing and serves to stimulate the desire 

for ownership for the items described 
below. 


selling concentration on the desir- 
able qualities of the one line. In 
addition to grills, a complete line 
of accessories, including charcoal, 
dishes and utensils, is available. 

The company doesn’t build out- 
door fireplaces, but it sells the nec- 
essary construction materials and 
is prepared to recommend brick- 
layers to do the work and also 
offers for sale a booklet which 
shows the home owner how to build 
his own unit. 

Newspapers, Mr. Robinson re- 
ports, are his most effective method 


44 


of advertising barbecue equipment, 
display ads being run at the open- 
ing of the selling season in March, 
before Christmas and for Father’s 
Day. 

Window displays are the second 
line of promotional attack. These 
feature an assembled unit, several 
varieties of grills and a full selec- 
tion of accessories. The latter are 
also actively promoted as Christ- 
mas gifts, last year the entire stock 
having been sold. 

A sales stimulus for these lines 
has also come from exhibiting at 
the local Better Homes Show, held 
in the city’s Municipal Auditorium 
each spring. At last year’s show 
the company had a large booth, com- 
plete with outdoor fireplaces, grills 
and accessories and a demonstrator 
to create real sales and interest. 


Also, at the opening of the bar. 
becue season, the store features 
this equipment with a billboard ad, 
on top of its store. In all of its 
advertising, a large illustration is 
used to convey the idea of its fun 
to cook outdoors, by showing a 
family gathered around a barbecue 
pit. The ads also show several 
different models, complete 
description and price. One such 
good sales puller offered a 52-page 
booklet, filled with outdoor fire. 
place designs, construction tips, 
and barbecue recipes. 

The company doesn’t keep a 
record of its cash sales of barbecue 
equipment but it does keep a list 
of all mail orders received. This 
list is then circularized when the 
store has something new to offer, 
at Christmas and for Father’s Day. 


Cutlery Success Based on Wide Selection 


The chief reason advanced for 
the large sales of knives and other 
cutlery by the Sterzing Hardware 
Co., 505 E. 6th St., Austin, Texas, 
is the store’s wide selection. Bailey 
B. Compton, of the store’s sales 
staff, shows part of the cutlery dis- 
play, located in the sporting goods 


department, near the front. 


In the first few months of the 
year this store purchased $3500 
of goods in these lines. “Because 
we’ve become known in our com- 
munity as a store that carries a 
large selection of knives, we've 
built up an excellent trade on 
them,” says C. T. Sterzing, owner 
of the business. 


Cutlery greets the eye as socn as a customer enters the store 
and that first impression is a decided stimulant to sales. 
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To help hardware dealers obtain 
more point of sale display space 
HARDWARE AGE presents herewith 
sketches of four ideas to help over- 
come this problem. These sugges- 
tions are of value to large or small 
stores since even the larger hard- 
ware stores are continually seeking 
more ways of better utilizing dis- 
play areas for point of sale displays. 
Each of the units may be sized to 
fit your present tables or platforms. 

Fig. 1 shows a bank of three 
bases each a separate unit for 


placement as desired. A good aver- 
age size for these bases is 30 in. 
wide and 6 ft. long for the two units 
set back to back and 30 in. wide by 
5 ft. long for the end unit marked 
feature end display. Using the three 
units in this manner will take an 
area 5 ft. wide by 8% ft. or 42% 
sq. ft. of display area. With a shelf 
3 ft. by 6 ft. supported on lengths 
of pipe, as illustrated, an extra 18 
sq. ft. of space would be added 
without using an additional square 
inch of floor space. 


The auxiliary shelf will enable 
displaying related items together 
such as a mass display of garden 
hose on the base with hose clamps, 
nozzles, sprinklers and other acces- 
sories in bins on the shelf. The 
shelf may be built of 34 in. plywood 
with 1 by 4 in. wood rim. Each end 
may be binned off for feature end 
displays with 6 or 8 in. glass in 
standard metal corners. Use of 7 
by 11 in. chrome finish card holders 
is recommended to identify dis- 

(Continued on page 54) 
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Modernization and full departmentalization of 
Midland Hardware & Furniture Co., Midland, 
Tex., was completed in 1948 as culmination of 
a five-year plan. Hardware Age, in this picture 
tour, presents some of the highlights of this 
store’s display facilities. Staffed by 40 persons, 
this store, in a town of less than 10,000, sold 
325 gas ranges, more than 400 space heaters 
in 1950, and more than $50,000 in garden sup- 
plies between February and September, 1950 





JOHN B. MILLS 


Secretary and Manager 


A 


In contrast to the old 
store with but 75 by 
100 ft display space, 
main floor space of 
that size is now used 
only for sports goods, 
appliances and wheel 
goods. 


Producing six figures 
in volume today, with 
an inventory of from 
$25,000 to $30,000, 
this main floor sport- 
ing goods department 
had an inventory of 
less than $1000 when 
the remodeling cycle 
began five years ago. 
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B. MILLS 


and Manager 





Modern facade, including visual front 
windows, make this 45-year-old build- 
ing an eye-catching traffic _ puller. 


George Overend, who manages a well 

stocked sporting goods department in 

which good sized outboard motor boats 

are displayed. A wide variety of out- 

door sports gear is shown in a corner 
of this department. 


Suggesting pioneer days, Midland's 

"Old Chuck Room" features dinnerware 

and novelty gifts particularly suited to 

western homes. It's one of the basement 
attractions. 
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Brand Names Promotion Earns Award 
For New York Store 


Otto Herrmann, Inc., Glendale, 
N. Y., one of the Certificate of 
Distinction Award winners in 


the annual Brand Names com. 
petition has built its reputation 


for over 30 years on famous 


name goods 


Gustave C. Herrmunn, left, advertising manager, is presented with the Brand 

Name Foundation Certificate of Distinction for Hardware Stores by Leon C. 

Warner, president of Worner Hardware Co., Minneapolis. Mr. Warner was a 
member of the Foundation's Retail Advisory Committee. 
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Window displays such as these impress the public with the wide diversity of the tool lines carried by the store. 
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Live demonstrations, like this one at a 

public exhibit, are used to acquaint 

prospective buyers with the store and 
its name brand merchandise. 


Mass displays of nationally known 

merchandise are used extensively, 
such as this volume-producing dis- 
play in the paint department. 


The early decision of the part of 
the management of Otto Herrmann, 
Inc., Glendale, L. I., N. Y., to spe- 
cialize in brand name merchandise 
has not only had a beneficial result 
for the company insofar as its reg- 
ular retail trade is concerned, but 
has also won respect for its sales- 
men who regularly contact, sell and 
service many industrial accounts in 
the four counties of fast-growing 
Long Island. 

A study of the hardware store’s 
advertising and promotional pro- 
gram shows why this store was one 
of five hardware stores from all 
parts of the country which were re- 
cently honored in the annual, na- 
tional competition of the Brand 
Names Foundation. The Long 
Island store won a Certificate of 
Distinction award. 
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Since it was first established as a 
retail store in 1920, the Herrmann 
firm has made it a policy to fea- 
ture, promote and sell products with 
national reputations for quality and 
value. That the policy has proved a 
wise one is reflected by the com- 
pany’s growth during those 30 
years. 

Today, with a staff of 40 em- 
ployees it is regarded as one of the 
outstanding hardware stores in the 
New York metropolitan area. It is 
one of the largest and most suc- 


cessful hardware stores in a highly 
competitive market area. 

In its extensive advertising pro- 
gram, on which it devotes about 2 
pet of its sales volume, the Herr- 
mann store always mentions and 
features prominently famous brand 
names, in newspaper advertise- 
ments, direct mail pieces, window 
and store displays and home show 
exhibits. 

Its principal media are the Long 
Island Daily Press and the Long 
Island Star-Journal, in which week- 
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THERE'S NO BETTER GUIDE TO QUALITY THAN THE BRAND NAMES AND TRADEMARKS OF 
NATIONALLY KNOWN MANUFACTURERS. WE'RE PROUD OF THE BRANDS WE CARRY. 
THEY AXE THE BASIS OF OTTO HERRIAANN'S REPUTATION AND YOUR SATISFACTION. 


"Buy at the Store that Confidence Built”-Established 1920 
Pe Full Line of Nationally Advertised Hardware & Tools 


STORE HAROWARE - PAINTS 
Doily 8 to aa PM. a - HOME APPLIANCES 
r } a 


















Fridays to 9 P.M 


'@ are) HERRMANN 
67-29 Myrtle Ave., Glendale lene Delivery, Phone HE 3-1400 


WWDUSTRIAL DEPARTMENT 


Otte Herrmann maintains a special department cotering exclusively to manufacturers’ 
needs in production tools and general maintenance equipment. This “-partment is 
staffed by experts in supplying the needs of modern machine she 3 7d we ore 
always prepared to give quick intelligent service. Our representativ #' ibe gled to 
call and help you with your problems. Our large stock of tools and equipment is at 
your service for ‘off the shelf" delivery. 
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Only six articles 
were advertised in 
this large news- 
paper ad, measur- 
ing 4 col. by 18 
inches, which fea- 
tured the leading 
lines stocked. 


ly ads of approximately 1,000 lines Following up its newspaper ads, 
are run every Thursday. A limited Otto Herrmann, Inc., sends out its 
schedule of 400-line advertisements own direct-mail promotion pieces, 
is carried in the neighborhood as well as dealer tie-in mailing 
weekly newspaper, the Ridgewood pieces offered by 


Times. with the signature of the Herrmann 
The logotype in all Otto Herr- company. 
mann advertising features two Window displays and store dis- 


lines of standard copy: “The Store plays also feature brand name 


Full Line of Nationally Advertised The Herrmann organization 
Hardware and Tools.” also represented every year with 


a booth at the Long Island Hom 
Show, again featuring famoy 
brand merchandise, with live dem. 
onstrations by manufacturers’ rep. 
resentatives. 

Employees are reminded a 
monthly staff meetings of the im. 
portance of selling quality, nation. 
ally advertised merchandise, on the 
theory that a product is half-sold 
by national advertising before a 
prospective customer even enters 
the store. 

A member of the firm annually 
addresses a class in the Retail 
Hardware course at the School of 
Business of the College of the City 
of New York. College students visit 
the store in connection with their 
studies. This particular lecture has 
to do with the value of advertising 
to the retailer, with stress placed 
on the promotion of name brand. 

This year, to mark Herrmann’s 
30th anniversary, a special booklet 
was prepared and distributed in the 
store’s market area, telling the his- 
tory of the company, showing its 
employees at work and outlining 
the store’s general policies. The en- 
tire back cover of this 16-page illus- 
trated brochure was devoted to 
brand names promotion and Otto 
Herrmann’s reasons for being a 
strong advocate of famous name 
sales. 


Nationally known brands are de- 


manded by the aircraft and instru- 
ment plants, machine shops, mil!s 
and other plants, which provide it 
much of its volume. 





manufacturers 





This is the fourth of a series 
of articles by J. R. Keagy as- 
sociate editor of HARDWARE 
AGE, describing hardware store 
merchandising programs that 
won national recognition for 
the stores in 1951 Brand Name 
Foundation competition. The 
first article, published in H. A.., 
May 31, page 25, told how 
Valentine Hardware won its 
award. The program used by 
Davis-Klunder was described 
June 14, page 76. The W. E. 
Aubuchon Co. promotion was 
outlined June 28, page 84. 
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1 with their No other manufacturer has anything like it. Auto- 
r lecture has matic air control synchronized with automatic fuel 
advertising control valve. Saves as much as 25% on fuel costs. 
tress placed Gives the same fuel efficiency on low setting as on 
ame brand high setting. Engineered so that even a child can 
Herrmann’s operate it. It’s a comfort, efficiency and economy 

feature that REALLY sells. 
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nds are de- THE MOST 
and instru- 
egg MAGNIFICENT 
provide it BEAUTY AND STYLING 
IN HEATING HISTORY 


YOU well know the sales value of eye-appeal! 
Coleman has it! And this new gorgeous oil heater 
line is just in a class by itself. The spectacular new 
functional “high style” models . . . the distinguished 
De Luxe Consoles ... the smart-looking new Master 
Circulators ... have simply set an entirely new 
standard of handsome appearance in the oil heater 
field. You have to have Coleman to have it! 








ee a vO PRICES THAT GIVE NEW MEANING 

| J : P “ ” 

cam TO THE WORD “VALUE 

ir § i j 

A _ ‘’ We don’t have to talk price to you this 

ion for If you don't have full information about Coleman's line year. We merely invite you to compare 

IN of Oil Heaters, get in touch with your Coleman dis- any Coleman model price-wisé with the nearest pos- 
ome tributor or write today to The Coleman Company, Inc., sible model that any other 1951 line offers. You'll 

n. The Dept. HA-952, Wichita |, Kansas. wonder how we do it! There’s a very simple answer 

1 H. A., Coleman’s 50 years of experience has taught us how 

Id how to make better products for less money .. . at a good 

yon its profit to you. A model for every purse. 

ised by LISTED BY UNDERWRITERS LABORATORIES 

scribed 

WwW. EL COMFORT COSTS 

on was $0 UTTLE AUTOMATIC OIL HEATERS 


je 84. WITH A 
World's Largest Manufacturer of Home Heating Equipment 
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Warner Opens 6th Store 
In a Shopping Center 











Opening Day Pulls 11,000 Visitors 


Despitg adverse weather condi- 
tions, some 11,000 persons were at- 
tracted to the opening of a new 
Warner’s hardware store in a 
shopping center in St. Louis Park, 
a suburb of Minneapolis. This set 
a new record for attendance at the 
opening of any Warner’s store. 

This new store, located at Wood- 
dale and Excelsior Blvd., brings to 
six the number of stores now oper- 
ated by Warner’s 

The heavy attendance on open- 
ing day was due in large measure 
to the extensive promotional effort 
which preceded the opening. This 
effort included large ads in a mctro- 
politan Minneapolis weekly and in 
several surburban weeklies, as well 
as direct mail pieces. 

Another factor in building up 


attendance on opening day was the 
use of numerous give-aways and 
extensive attendance prizes. One 
thousand orchids were given away 
to the first thousand women to en- 
ter the store, and 4000 balloons 
were distributed to children during 
the day. 

The new store, which will be 
managed by Wally Dahl, is pat- 


Right—The new Warner store at St. 
Louis Park, a Minneapolis suburb. 


Below—A scene on opening day at the 
new store. The balloons were give-aways. 


terned after Warner stores pre 
viously opened in St. Anthony and 
Richfield, other suburbs of Minne- 
apolis (see HA, page 52, Nov. 2, 
1950). The building is of red 
brick, with full vision windows, 
Fluorescent glare-proof lighting is 
used throughout the store. 

All specials were in_ effect 
throughout the opening week, with 
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Everything your 
customers have 
ever wanted in 
a wall clock... 


NEVER BEFORE, a wall clock so easy to look at ... 
sell! It’s Melody by Westclox—definitely a new note in wall clocks. 
Gracefully designed to be in tune with any room. And offering a 


variety of color choices to harmonize with any decorative plan. 


MELODY ELECTRIC WALL CLOCK 


so easy to 


Melody is charming, clever—and colorful as can be! Your customers 


will find the price sweet music, too. Only $6.95 retail. 


Ask your Westclox Wholesaler about Melody 


WESTCLOX Gi 


Products of General Time Corporation 


Price quoted does not include tax and is subject to change. 





These distinctive features make Melody easy to sell 








Melody mounts flush on wall 
because “‘works” are up front 
in rounded case. Exposed 
hands and three-dimensional 
numerals are easy to read 
from any angle. 


Surplus cord is neatly con- 
cealed in Melody’s cleverly 
recessed back. Time-set knob 
is located conveniently in 
front. Entire diameter is 
only eight inches. 


Want quick color change? 
Flip out case ring, flop it over 

and there’s another color! 
Ring comes in a variety of 
colors to blend with any 
decorative plan. 


Desire a particular shade? 
You can easily paint or en- 
amel the case ring to suit 
yourself. Or remove ring en- 
tirely so that your own wall 
color shows through. 


Tear out this helpful information for the use of your salespeople 





WESTCLOX, LaSalle-Peru, 


Illinois °* 
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In Canada: 


Western Clock Co., 


Ltd., Peterborough, 








Ontario 





the climax of the event being a 
grand drawing held on Saturday 


of the following week. Special at- 
tendance prizes distributed during 





Opening-day ceremonies were 
inaugurated by Leon Warner, 
president of Warner's Hard- 
ware, and Mrs. Warner. At 
the left is E. W. Rhodes, War- 


ner's advertising manager. 


the opening included one for the 
oldest person present during the 
drawing; the longest married 
couple; the youngest person and 
others. 

Commenting on the opening day, 
Wally Dahl, manager, said, “Not 
only did 11,000 people pass through 
the doors, but practically every- 
one took advantage of the many 
bargains which we offered. For 
example, we sold more than a mile 
of wire border fence.” ’ 


These Tables Give More Point-of-Sale Display 


played specials. The center section 
of the shelf can be binned with 4 
in. glass and priced with small 
metal bin price clips. 

The large over table sign is sup- 
ported on two lengths of chrome 
finish pipe which is slotted to hold 
the card which is securely held in 
position with small thumb screws. 
These pipe card holders with base 
flanges may be purchased from most 
display supply houses. 

The sun burst sign may be cut 
out of heavy show card or wall 
board and painted bright red or 
orange to be a real eye catcher. 
Note how the shelf is sized to fit 
over the two side by side bases but 
not to extend the full length of the 
three base bank. This will enable 
you to locate the feature end base 
facing a main aisle and to pile up a 
mass display of good seasonable 
bulk items. 

Fig. 2 is another good example of 
a unit which will give you extra dis- 
play space on a table by the addi- 
tion of a two-shelf unit. If two 
back to back tables 30 in. by 6 ft. 
are used this would provide 30 sq. 
ft. of extra display area. An addi- 
tional 24 sq. ft. of display space 
would also be gained if two shelves 
were added, the lower one 3 ft. wide 
and 6 ft. long and the upper one 
1 ft. wide and 6 ft. long. A good 
height for the lower shelf is 22 in. 
with the top shelf about 54 in. above 
the floor at the average eye level. 

Shelves for the unit in Fig. 2 
may be built of 34 in. plywood with 
the two separate sections of the 


54 


(Continued from page 45) 


lower shelf notched to fit around 
the 2 by 2 in. lumber uprights. At- 
tach the two lower shelf sections 
together with metal strap irons and 
support them with angle irons or 
shelf brackets attached to the up- 
rights. Both table top and shelves 
may also be binned off using stand- 
ard metal corners and bin glass as 
shown in the drawing. 

For the stores having open front 
tables the sketch also shows how 
they may be equipped with 4 in. 
plywood sliding doors set in lengths 
of hard wood track. These doors 
will hide under stock to give a 
neater and more orderly appearance 
to any store. 

Fig. 3 shows a low table equipped 
with a two-step center unit with 
separate threerstep units at both 
ends. Such units are well adapted 
for the display of small power tools 
and electric mowers. The varied 
heights and different numbers of 
steps help make a very attractive 
display when loaded with goods. 


£ 


An over table sign should be used 
together with any available art 
work to identify the line of goods 
displayed on this bank of two low 
back to back tables. A half section 
of these step units might be built 
to fit a single table. It would be a 
good idea to cover the tops of these 
step units with linoleum and the 
edges might well be covered with 
chrome finish metal borders as 
shown. 

Fig. 4 shows the detail which will 
enable your local carpenter to con- 
struct these step units of pine board 
for the sides and 1% or % in. ply- 
wood for the tops. Building the two 
three-step end units as separate 
sections will give the merchandise 
a better appearance. As occasion de- 
mands the center two-step unit may 
be removed and the three-step units 
placed to the center of the table. 
This arrangement will allow space 
at both ends of the table for glass 
binning with the step up arrange- 
ment of the goods in the center. 





Service + Personal Contact = Good Industrial Sales 


(Continued from page 39) 


daily in some cases. These two 
lines are large volume producers. 
Among other good sellers are pliers, 
grinding wheels, emery paper, all 
sorts of other abrasive products, 
bolts, nuts, machine screws, all 
kinds of small tools, paints and ac- 
cessories. 

While the bulk of the business is 





obtained directly through solicita- 
tion at company offices, Mr. Smith 
reports that many purchasing 
agents and other employees of these 
manufacturing companies visit the 
store on company business, which 
adds store traffic. These people 
buy, not only for their companies, 
but for their own home needs, 
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which produces a very good side- 
line source of business in garden 
and lawn equipment and supplies, 
paints and accessories, household 
needs, small tools, hardware spe- 
cialties, electrical appliances and 
sporting goods. Because of these 
industrial contacts, Smith Hard- 
ware Co. has customers from all 
parts of metropolitan Providence 
which it would not likely get with- 
out its industrial department. 

The department is located toward 
the rear of the store in a wail spot, 
next to builders’ hardware and near 
gondolas showing household needs 
and hardware specialties. 


Pewee US 


: 


ON NN MN oN oN oN oN oM oN oN ooo 
Quoting H. A. 


Dear Editor: 


After wrestling with OPS price 
charts, etc., for some time, we are 
in perfect sympathy with your edi- 
torial in the May 3 issue. May we 
have permission to quote it in sev- 
eral letters we are preparing for 
our local papers as well as letters 
to our Congressmen? 







Letters to the Editor 


W. Horace Lackey 
Myers Hardware Co., Inc., 
Lexington, Va. 





*We're very happy to extend 
you reprint permission. Good luck 
to your efforts.—Editor. 





Hardware in Verse 


There is many a learned profession 

Hardware clerking could be in this 
section 

for with a thousand and one prod- 
ucts on the shelf 

something about each must he 
learn, himself. 

From the size of a tack to the fea- 
tures of a range 

he runs this daily gantlet, each 
customer a change 

The make of this, the merits of that 

All these he must file under his hat, 

and yet it’s an educating type of 
work 

serving all people, 
WARE CLERK. 


the HARD- 





Editor’s Note: This excursion in- 
to verse comes from the pen of 
James E. Botos, of South Akron, 
Ohio, who based it on his own ex- 
periences as a hardware clerk. 
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Now added safety 


added performance 





BLOW TORCHES 
FIRE POTS ana sotperinc propucts 


waur alld Crago 


BLOW TORCH 


Features new, safer, Pisto-Grip Handle. Drawn steel 
tank has brazed inserts and electrically seamed 
bottom. Wall blow-proof pump adds safety. Avail- 
able in brass or steel. 







a 


WALL DREADNAUGHT 
FIRE POT 


The perfect Splicer’s Furnace. Features hinged 
doors and wide safety base. Adopted as standard 
equipment by large Telephone and Power Com- 
panies. Available for kerosene or gasoline use. 


WRITE TODAY FOR COMPLETE NEW CATALOG 


MANUFACTURING CO. 
Grove City, Pa. 
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Compact, eye- 
catching, 
2-color Mer- 
chandiser 

No. 133HM. 
Four No. 133H 
‘'VYankee- 
Handyman’”’ 
Drivers packed 
with unit. 















sales with Ac- 


Merchandiser 
No. 330H. Dis- 
plays 2 dozen 
Paks, each con- 
taining 3 drill 
points, counter- 
sink and 52” 
driver bit. 





Give a customer a good look at this | 


inexpensive tool that drills, coun- 
tersinks, drives and draws screws 











Additional | 


| 


cessory Pak | 


| 


with a simple, easy push... and the 


sale’s a pushover. 
Order these ‘Yankee-Handyman” Merchandiser 


Units from your jobber today. 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


“YANKEE” TOOLS NOW PART OF 








Reg. U. S. Pat. Off. 


THE TOOi BOX OF THE WORLD 
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Front of basement 


cially true of people who inspect 
appliances, are interested, but have 
not made up their minds. 

Adolph Larsen, a former carpen- 
ter and contractor, bought the Belle 
City Hardware store in 1947. His 


Triples Volume in New Quarters 


(Continued from page 38) 


wrap counter includes tilted front showcase 
with four graduated glass shelves for fancy gift items. 














new store located a block from the 
previous location was constructed 
to conform to generally accepted 
modern day layout plus ideas of 
the Larsens and personnel of Wisco 
Hardware Co. 


Effective Portable Display Rack 


This three-level display unit is 
used chiefly for sporting goods at 
Moline Hardware, 1414 N. Main 
St., Rockford, IIl., and is easily dis- 
mantled for storage. The unit, 
which has six supporting legs, is 2 
ft. wide at the bottom and 6 ft. 
long. Middle and top shelves are 


18 in. and 15 in. wide, respectively. 
Used in a heavy traffic area it will 
display a wide variety of goods in 
limited space. When devoted to 
fishing tackle, bamboo poles are 
attached to the front end of the 
rack where customers are sure to 
see them. 





Featured in a heavy traffic area, this display catches the eye. 
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School Lunch Kit 


with 2 pint VACUUM BOTTLE 


The biggest thing in '4 pint kit and bottle 
sales. They gallop right off your shelves! 
Hoppy, the idol of millions of kids every- 
where. . . on television, radio, motion pic- 
ture screens, in comic strips and comic books 
...aday-in, day-out school lunch kit sales 
booster for you ...if Hoppy kits are on 
your shelves and in your windows. 

3 full color action pictures of Hoppy on 
bottle and a big Hoppy picture on lid of 
kit. Kits in Red and Blue. 

NOW WITH THESE ADDED SALES 
FEATURES .. . Sweet Seal* Stopper... 
made of rubber... the perfect vacuum 

bottle seal. 
Name plate Decal that small fry use 
to “‘brand”’ the kit as their very own. 


aunt OR 4 RifuND 

SS * o ay 

* Guaranteed by @ 
Good Housekeeping 
S no, ~ 


‘) 
TAS avveanisto WE 


703 MURFREESBORO ROAD « NASHVILLE, TENNESSEE 


SPACE 1107 MERCHANDISE MART, CHICAGO, ILL. * 105 E. LEXINGTON DRIVE, GLENDALE, CALIFORNIA. 
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WHAT’S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 


when the crab reaches the bait in 
the center. Trap weighs over two 
Ibs., is 1xlxl ft assembled, and 
folds flat for carrying. Retail price: 
$2.98. The Washburn Co., Wor- 
cester 8, Mass. 


Ironing Board Covers 


Shown at the Housewares Show, 
Atlantic City, was this scorch re- 
sistant Silver-Glo ironing board 
cover. It is heavy, and the silver 
finish acts as a reflector and helps 





— = CR. meme ds wa Oh pom ¢ 

nS weereines eee 
iron both sides at the same time. 
It will not scorch at 450 deg. F. 
Notion Accessories, Ine., 1133 


Broadway, New York City 10. 





New Spotlights 


Two new Eveready spotlights 
now use molded plastic reflectors, 
finished with vaporized aluminum. 
Projected light spots are uniformly 
round and evenly diffused. The 
thermo-setting reflectors maintain 


‘ 





accuracy of contour under extreme 
conditions. National Carbon Com- 
pany, Inc., 30 E. 42 St., New York 
City 17. 





New Cluster Adapters 


These three new junction box- 
type cluster adapters are non-cor- 
rosive cast aluminum with open- 
ings and blank cover plate to mount 
up to five Steberlites. S-315 is 
34% in. round with four tapped 





openings for clusters of two or 
three Steberlites. No. S-316 il- 
lustrated herewith, is 4-in. round 
with six tapped openings plus 
tapped cover plate for mounting 
up to six Steberlites, and is partic- 
ularly adaptable for high bay, 
pendant mounting of PAR-38 and 
R-40 sealed beam lamps. Bulletin 
No. 120-51 covers these new prod- 
ucts. Steber Mfg. Co., Broadview, 
Til. 





Reflecting Signs 

These reflecting letters and num- 
bers will not rust, fade, or break, 
are easily read night or day, and 
made of aluminum, enamel, and 
light reflecting beads. Offered in 
Assortment No. 3 are 30 dozen as- 
sorted letters, 3 dozen letter frames 
No. 6, and a free all-metal display 
rack, taking less than 1 sq. ft. of 
space. List price is $27. Assort- 
ment No. 1 includes a gross of 
Hy-Ko numbers, 24 frames in any 
four sizes holding two to five num- 
bers, 6 lawn stakes, and a free dis- 
play rack. List price is $21.90. 
Hy-Ko Products Co., 1260 W. 4th 
St., Cleveland, Ohio. 





Window Fan 


This new 30-in. window fan will 
cool four to six rooms at a time by 
delivering 7000 cu. ft. per minute 
to produce a complete change of 
air every minute in a home or large 
apartment, and can be used as a 
circulating fan in the daytime, as 
well as for ventilation and exhaust 








at night. It is constructed of heavy 
gauge steel with a baked enamel 
finish in light ivory. Easily in- 
stalled in the upper or lower sash 
of any standard window, and pro- 
tective mesh guard, finished to 
match cabinet, can be mounted on 
front or rear of fan. Retail: $99.95 
plus $10.00 for guard. Hunter Fan 
& Ventilating Co., Box 2858-K, 
Memphis 2, Tenn. 





Fly Rod Bait 


This new and smaller version of 
the Flipper Fish was designed for 
fly rod use. Made of Tenite, it has 
vigorous diving, darting, rolling ac- 
tion, is 1% in. long and weighs 
1/16 oz. It is packed in a new, 
transparent covered box, and is 
available in eight colors. Price: 
$1. Michigan Tackle Co., 2550 
Blaine, Detroit 6, Mich. 





Little Golf Clubs 


Made for children from five years 
up are three matched sets of golf 
clubs, each set including a canvas 
carrying bag. The Cadet set, retail- 
ing for $19.75, for children up to 
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“We can’t go wrong —it’s radiant heated” 
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Steel pipe is first choice 
for radiant heating 

rsion of 
zned for Among the thrills that come to all of us but “once in a lifetime”’, 
e, it has who does not remember that first Christmas together . . . or the baby’s 
lling ac- first birthday cake . . . or the first brand-new, shining car? 

weighs But the biggest thrill of them all came when, hand in hand, we 
pat ar stood before that just purchased home-of-our-own! 

Price: Young folks today (and older ones, too) face the same moments 
.. 2550 of decision that we did when buying or building a new home. But, 


when they find their dream house is to have Radiant Panel Heating, 
they know it was designed by those acquainted with the latest in 
home building ideas. Radiant Heating becomes a symbol of sound value! 


And when the Radiant Panel Heating coils are of Steel Pipe, success 
is assured. For Steel Pipe has all the desirable characteristics of 
a durability, weldability, formability, and maximum economy . . . proved 


a ; : tee! Pipe coils for Radiant Panel syst 
through more than 60 years of service in domestic heating systems! Reet pn nt Gr Satit Penal aqquinne wey oe ee 


with equal effectiveness in floor, wall, or, as shown 
above, ceiling installations. 

A 48-page color booklet "Radiant Panel Heating with Steel Pipe” is yours for the asking. 

Write for it . . . it’s free. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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9, has the driver and three irons. 
The Junior set, retailing at $32, 
has four irons and a driver, and 





the Sub-Junior, the newest model, 
has three irons and the driver. 
Horton Bristol Mfg. Co., Bristol, 
Conn. 





Plastic Float Ball 


This new Burrite plastic float 
ball is rustproof, waterproof and 
leakproof, has freedom from oxida- 
tion, and will not decompose. The 
ball is a 4x5 in. oval, spud tapped 





4, in., 20 thread. Three dozen come 
packed in the shipping container, 
each in a divided cell. List price 
for the ball is 49¢. Burroughs Mfg. 
Corp., 3831 Verdugo Rd., Los An- 
geles 65, Calif. 


Ozone Bulb 


This little Odorout bulb dissolves 
odors in the air as ultraviolet radi- 
ations of special wavelength, gener- 
ated by the lamp, transform the 
oxygen around the lamp into ozone. 
The lamp is 314 watts, and lasts 


60 


six months when operated 24 hours 
a day. Bulb list price: $1.30. Wall 
fixture, including lamp, has a list 
price of $6.95 to $18.95. Westing- 
house Electric Corp., Lamp Div., 
Bloomfield, N. J. 


New Can Opener 


This new Mode] 40 wall-type can 
opener was shown for the first time 
at the Housewares Show, Atlantic 
City. A feature of the opener is 
the built-in magnet to keep the top 
from falling into the contents of 





the can. Approximate cost with 
magnet: $4.95; without magnet: 
$3.95. Edlund Co., Burlington, Vt. 





Mail Signal 


This automatic steel Mail-Call 
signals with a yellow metal flag 
when mail is put in the box. It 
fits all rural mailboxes of the type 





pictured, and is installed easily 
with a screw driver by clamping 
the bracket to the mailbox hasp. 
Retail: $1. Manitowoc Equipment 
Works, Manitowoc, Wis. 





Dinette Set 


This dinette set, Model 3048/22, 
is a table and four chairs, available 
in gray, green, and canary. The 


table measures 30x40 in., has an 
8-in. extension leaf, and an Arvin 
plastic top that resists chipping, 
cracking, alcohol, acids, boiling 








water, etc., and wipes clean. The 
new chair, No. 22, is a four-leg 
type with chrome-plated legs and 
Vinyl-upholstered backs and seats. 
Colors match the table tops. Arvin 
Industries, Inc., Columbus, Ind. 





Circular Saw Sharpener 


This Quick - Way all-aluminum 
cast sharpener will fit any power 
saw with all size arbors. It is ad- 
justable for %, %, %4 and 1 in. 
blade holes, and sharpens and gums 





cross-cut planer, rip and combina- 
tion saws, with each tooth ground 
alike for precision. Master Model, 
for 6 to 12 in. saws, retails at 
$12.50, and Junior Model, for 6 to 
10 in. saws, retails at $8.95. Old- 
ham Sales Co., Lockport, N. Y. 





Anchor Nails 


Miracle Anchor Nails, Type AN- 
1, and Miracle Adhesives provide 
an easy and permanent method of 
bonding furring strips without 
drilling to any type of masonry wall 
for the subsequent attachment of 
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THE ONLY OSCILLATING J “vcte 
SPRINKLER THAT RAIN 
OPERATES ON ALL the SUN 
WATER PRESSURES! stro" 


—from 3 to 100 Ibs. 





SELL THE FAST SELLING M-F 


Rustproof! Foolproof! A precision sprayer, fitted 
for longer, more dependable life ... and greater 
sales. Operates in self-lubricating bronze bearings. 
Fan shaped spray covers from 6 to 60 feet as ad- 
justed ... eliminates puddles. Sled type frame pro- 
tects lawn from mars. Fully guaranteed for One 
Year. Nationally Advertised. Cash-In on this profit 
story NOW! 
@ Powerful 4-inch water motor with only two moving parts. 
Operates smoothly, silently. 
7 Exclusive Selecta-Speed controls speed of oscillation at all 
water pressures. 


@ Simple adjustment of arm allows definite area to be 
water 
. Net weight 6% lbs. Shipping weight 7% Ibs. Packed 12 


in a carton, 


REPRESENTATIVES! There are a few territories still open. 


Inquire about yours now. Write today! 


M. F. ENGINEERING COMPANY 
13828 South Western Avenue 
Blue Island Illinois 








Architects and ~-(CHICAGO)~ 
Builders Specify SPRING HINGES 





@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 


Every year more and more Architects 
and Builders are specifying Chicago 
"Triplex" Spring Butt Hinges because 
they are carefully designed with 
many superior features. They are 
smart looking and streamlined to 
harmonize with modern architectural 
requirements. 





Type BUT2001 
"'Triplex'' 


“Spring Hinges of Quality" 


Chirags Spring Hinge Co. 


U.S.A. NEW YORK 





CHICA 
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Gilmer 


LT BIBLE 


your guide to 
more V-Belt 





It’s compact, conve- 
nient, complete! Tells you quickly 
and correctly what Gilmer V-Belt to supply for prac- 
tically every kind and make of light-duty, V-Belt- 
driven equipment—-washing machines, oil burners, 
stokers, water-gas pumps, power lawn mowers, 
wood-working machines, power tools, tractors, many 
others, including the late models in each classification. 


You should have your Gilmer Belt Bible NOW! It 
will help you sell more V-Belts, increase your V-Belt 
profits. And the Gilmer Bélt Bible is yours for the 
asking . . . without charge, without obligation. Your 
copy will be sent to you promptly upon receipt 
of coupon below. 


L.H. GILMER COMPANY 708 tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 












———w=—==- MAI COUPON TODAY -—]{—{]{——— 4 
| 

L. H. GILMER COMPANY | 
708 Tacony, Philadelphia 35, Pa. | 
Please send me at once a FREE copy of the NEW Gilmer Belt Bible | 
COMPANY NAME ee | 
ST. & NO. — —a oe | 
CITY ZONE STATE | 
ATTENTION OF iaeeeiiade, | 
ee ee ee ee ee ee ee es ee ee ee ee ee oe I 
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WHAT'S NEW 








wall boards or other types of finish. 
Adhesive dries from 24 to 48 hours, 
under normal conditions, by evapor- 
ation of the solvent, and after it 
is set the furring strip can be held 
against the Anchor Nails and 
tapped lightly into place. Miracle 
Adhesives Corp., 214 E. 53 St. New 
York City. 


Tire and Wheel Lock 


This Tamper - Proof automobile 
Tire and Wheel lock is of sturdy 
deep-drawn steel, with heavy duty 





plated finish to resist corrosion. A 
cup accommodates the wheel-nut 
shank under the hub cap, and a 
cap covers the nut and contains the 
locking mechanism. There is a 
brass key with an individual code 
number. Lock requires special tools 
to remove. Set of four retails for 
$7.95, and a set of five retails for 
$9.95. Richard M. Decker Co., Inc., 
919 N. Michigan Ave., Chicago 11, 
Ill. 


Food Slicer 


This new Slicemaster food slicer 
has a knife 6% in. in diameter, a 
polished cast aluminum base, gear 
drive, and slice guide and control. 
It is rustproof and requires no oil- 
ing. Weight is nine lbs. and it 
measures 1314x11x7\4 in. Rubber 





suction cups keep it in place, and 
there is a food carrier and a food 
grip. List price: $22.95. Smith- 
Benny Sales Co. Inc., 11 W. 42 St., 
New York City 18. 





Masonry Drill Set 


This new Cyclo-Core Carbide 
Tipped masonry drill bit precision- 
drills in concrete, glazed tile, or 





other hard masonry materials, 
using a rotary type drill with pres- 
sure applied for holes %4 in. di- 
ameter and up. It is not necessary 
to use a wood template to start 
holes, because of the removable 
Cyclo- Center. Machined - in spiral 
threads run the full length of the 
body and expell dust as Cyclo-Core 
drills. A new Drill Bit Selector 
Chart shows users how to choose 
the correct drill bit for each job. 
New England Carbide Tool Co., 
Inc., 60 Brookline St. Cambridge 
39, Mass. 


Bathroom Heater 


This improved Model 9D, for use 
with all kinds of gas, produces 
8,000 B.T.U. Air regulator is easy 
to set for proper flame character- 
istics, and the burner, which is 
easily removed for cleaning, makes 





an even flame. This heater needs 
934x514x13 in. space, and is fin- 
ished in white enamel. Armstrong 
Products Corp., Huntington 12. W. 
Va. 











Car Wash Brush 


Just introduced to the American 
trade is this Flexy Car Wash 
Brush, available in standard and 
jumbo sizes. The flexible rubber 
back allows the brush to reach 
easily into corners and crevices 
without scratching paint or finish, 
















Over 60 water holes give a steady, 
clean flow of water, and permarient 
bristles won’t pull out. Brushes 
attach to any hose, and may be 
had with a 3-ft. aluminum exten- 
sion handle. Gemexco, Inc., 2 Co- 
lumbus Circle, New York, N. Y. 
















Plastic Sandwich Box 


These plastic sandwich and pie 
boxes keep food from _ getting 
crushed in standard lunch kits. The 
lids fit tightly to permit safe carry- 
ing of juicy foods. They may also 














be used in the refrigerator for left- 4 
overs. Campro Sales Co., 1300 
Fourth St., S. W. Canton, Ohio. 





Table Radios 


Five new table radio receivers 
are now available. Models 414, il- 
lustrated herewith, 415, and 416 
feature Dial Beam tuning, with 
built-in antennas and dynapower 
speaker. Model 414 is brown, Model 
415 is ivory colored, and Model 416 A 
has a red cabinet. List price for 
these three models is $24.95. Models 
422, which is brown, and 423, ivory 
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For more than 50 years Griffin 
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fine materials and workman. 
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“‘l always get my money faster with 
a PARKER HACK SAW’’ 


You will say the same thing when you put the famous 
Parker Zc Hacksaw Headquarters to work 

for you. The sturdy, eye appealing quality of 
all 7 Parker Line Hack Saw models fills the bill 


for every customer, and the till for you. 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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colored, have newly designed dial, 
knobs, and trim, and have a three- 
gang tuned RF stage in the cir- 


cuits. They operate on AC or DC, 
and have a list price of $34.95. 
General Electric Co., Electronics 
Park, Syracuse, N. Y. 


New Pumps 


The new deep well jet pump 
shown here is available in Fig. No. 
C6843 at 1/3 hp., No. C6845 at % 
hp., and C6847 at %4 hp. with ca- 


pacities to 1030 gal. per hour. It 
has an ordinary rotary seal and a 
manual set control valve. The F&W 
Bullet shallow well jet pump, Fig. 
No. C8117, has been redesigned and 
equipped with a small pressure 
tank. Available in 4% hp. with ca- 
pacities up to 550 gal. per hour. 
Flint & Walling Mfg. Co., Ince., 
Kendallville, Ind. 


Electric Shaver 


This new Remington Electric 
Shaver, Model 60, features the Blue 
Streak cutting head mounted on the 
contour principle, with extra-long 
diamond - honed shaving heads 
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driven by a powerful rotor-type 
motor. It has a one-piece plastic 
slip-on hair pocket, which can be 
removed quickly for cleaning. This 
shaver has completed a shave in 
60 seconds. Displays, broadsides, 
folders, mats, and national adver- 


tising are among the dealers aids 
offered. Retail: $27.50. Remington 
Rand Inc., Electric Shaver Div., 60 
Main St., Bridgeport, Conn. 


Rust Preventive 


This chemical which dissolves 
and prevents rust, called Rustygon, 
can be applied to metal by rag, 
brush, spray or by dipping. Chemi- 
cal action dissolves the rust and 


coats the surface with a plastic- 
phosphate finish that is ideal as a 
painting surface. It is non-toxic 
and non-inflammable, and a gallon 
covers approximately 1200 sq. ft. 
Gensco Chemical Div., General 
Steel Warehouse Co., Inc., 1830 
N. Kostner Ave., Chicago 39, Il. 


Ventilating Fan 


This Rex-Airate Airtrol 20-in, 
window and ventilating fan has a 
green and white baked enamel fin- 
ish, and safety grilles, a locking 
and carrying handle, 9 ft. of exten- 
sion cord with a built-in two-speed 
operating switch, and side expand- 
ers are all features of the fan. The 
motor has sealed-in lubrication, and 


gives the advantage of any angle 
discharge. Air Controls, Inc., 2310 
Superior Ave., Cleveland 14, Ohio. 


Fence Controller 


This new Model 4306 Electronic 
Hi-Line Fence Controller is de- 
signed to delived an electronically 


timed and controlled shock, and is 
efficient under adverse weather and 
weed conditions. It operates on 
110 volt, 60 cycle AC, and conforms 
to all regulations of the National 
Safety Code. Electro-Line Prod- 
ucts Corp., Saukville, Wis. 


Floor Coverings 


New Congoleum- Nairn Vinyl 
plastic floor coverings are offered 
in marbleized patterns with cor- 
related colors. Duo-Depth is a new 
printed-flooring process simulating 
sculptured carpet effects, offered in 


Gold Seal Congoleum. Four Duo- 
Depth colors in a leaf design are 
displayed in rugs and four come by 
the yard. Also newly offered in 
plastic rugs are a tile design and a 
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inspired by one of Hawaii's 


most rare and exotic flowers 


Royal Athi 


Brilliant red anthurium blossoms add a vivid, strikingly 
modern accent to a fashion-new gray textured background. 
Color magic from the islands to harmonize with every 
kitchen color plan. Beautifully designed by noted creator 
Freda Diamond, the gorgeous Royal Anthurium all- 
purpose stove and table pad is styled for feminine appeal. 
Complementing Continental Can Company’s beautiful 
new Decoware ensemble, the colorful Royal Anthurium 
is sure to be one of your best sellers! 














any angle 


Inc., 2310 Write for catalog sheet showing Royal Anthurium in full color! 
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PROTECTS HANDS ~AS IT SCOURS FANS! 
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Dealers everywhere report land office volume with 














k, and i : : 
vote poe the new nationally advertised Perma-scrub. And 
cates no wonder...it sells on sight! It’s the work-saving 
re on cleaner with the hand-saving handle. Slides under 
Notional burned-on foods and liftsthem off like magic. Won’t 
"Prod mat or soak up grease — washes clean as a whistle. 
ne f£rod- Not scratchy or messy — a pleasure to handle. 
S. Retails at 29c and pays a wide profit margin. 
NO WORRY ABOUT METAL SHORTAGES! 
While other products become scarce, you can cash 
inon the immediately available plastic Perma-scrub 
_— .. give your customers a better cleaner and make 
: eel faster profits. Send in coupon for full information. 
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floral motif, both in two colors. 
New rug designs are made in a 
full range of room sizes, and yard 
goods come in the 6, 9, and 12 ft. 
widths. Congoleum-Nairn Inc., 195 
Belgrove Dr., Kearny, N. J. 





Rubber Frame Goggle 


This new AO 701 rubber frame 
goggle was designed to provide a 
gas-tight seal, and is recommended 
for gas, fume and smoke hazards. 
There are no ventilation slots, and 
the headband enters slots in the 
outer frame to keep the goggle air- 
tight. Screw-headed bolts on the 
front are non-corroding stainless 
steel. This goggle may be obtained 
with American Optical’s R2000 or 
R5000 respirators, riveted together 





or as separate units. American Op- 
tical Co., Southbridge, Mass. 





New Clocks 


New models of clocks include the 
alarm clock illustrated herewith, 
called » Personality. Photographs, 
fabric, wallpaper, stamps, etc., may 
be slipped under the crystal. Ap- 
proximate retail price: $10. An- 
other new model is Tiara, a lumi- 





nous alarm clock, with a clear dial 
framed by beads. Retail: $7-$8. 
Swarthmore is a third model with 
a mahogany-finished hand-rubbed 
case on a black base, and a gold col- 
ored grill. Retail price is over $20. 
These models will be backed by na- 
tional advertising in Life, Saturday 
Evening Post, and Better Homes & 
Gardens. Telechron Dept., General 
Electric Co., Ashland, Mass. 


Raised Panel Cutter 


This new raised panel cutter is 
offered in high speed steel, and the 
cutter shape is permanently milled 
in, so that true shape and dimen- 
sions are cut up to the last sharp- 
ening. Increased metal back of the 
cutting edge reduces chipping and 
crumbling under heavy cuts. Boice- 





Crane Co., 990 Central Ave., Toledo 
6, Ohio. 





Water Mixer 


This handy new water mixer 
screws on to hot or cold water 
faucets and can’be installed by any- 
one. It was designed for use with 





tubs, 


showers, hose-end 
faucets, ete. There are no special 
adjustments. Hancock Mfg., Inc., 
135 S. Second St., Philadelphia 6. 


laundry 





Varijet Bullet Pump 


Shown here is the correct photo 
for the F&W Varijet Bullet Pump 
for shallow wells, which was identi- 
fied on page 74 of the May 3 issue 
of HARDWARE AGE as the F&W 3. 
stage Deep Well Jet Pump. The 
Varijet feature of the illustrated 



















pump is an automatic control of jet 
opening to give maximum volume 
for every discharge pressure. Flint 
& Walling Mfg. Co., Kendallville, 
Ind. 









Marker Buoy 


This new series of plastic marker 
buoys is made of colored, non-fad- 
ing, unbreakable plastic, and comes 
with or without the weighted bot- 
tom, which causes the buoy to ride 





in an upright position. The buoy 
rides high in the water for good 
visibility, and there is a 50-ft. nylon 
line and a 1 1/16-o0z. sinker. A col- 
orful counter display box holds six 
buoys. Weighted buoys are listed 
at $1.00, and unweighted at 89¢. 
Air Light Products Co., Omaha, 
Neb. 
(Resume reading on page 13) 
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TO HELP YOU SELL 





New Displays and Other Dealer Sales Helps 





(Continued from page 13) 


macel Tape, an automatic marking 
pencil with refills, and a new Ben- 
Hur Plastic Defroster Paddle. Kit 





is $39.25. Ben-Hur 


Mil- 


value 
634 E. Keefe Ave., 
waukee, Wis. 


retail 
Mfg. Co., 


New Beater Package 


This newly-designed packaging 
for the Androck-Pyrex beater and 
one-quart measure shows the set in 
actual use. All sides of the car- 


and comes 
rhted bot- 
oy to ride 





The buoy 
for good 
-ft. nylon 
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holds six 
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| at 89¢. 

Omaha, 
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ton were designed for display, and 
each carton contains an insert cut- 
lining the steps for assembling the 
measure and beater. Space is pro- 
vided on one side for pricing the 
two items both singly and as a com- 
bination set. The Washburn Co., 
1802 Preston St., Rockford, IIl. 


Brush Assortment 

Packed in this colorful counter 
display are 12 each of 2, 3, 
pure Chinese hog 


3% and 


4 in. bristle 





brushes. All are set in rubber, and 
retail for 59¢, $1.19, $1.49, and 
$1.69 respectively. David Linzer & 
Sons, Inc., 10-20 Astor Place, New 
York City 3. 
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Wallpaper Size Display 

A new counter display packages 
12 half-pt. cans of Adhesium, the 
4-purpose wallpaper size. The dis- 


play is red, white and blue, and 


racks the cans up on four gradu- | 


ated levels for good visibility. There 
is a second smaller display pack 
within this package, and envelope 





stuffers and a four-page folder for 
the dealer’s use are attached to 
each carton. Colonial Works, Inc., 
223 Norman Ave., Brooklyn 22, 
N. Y. 


Candle Display 

This new counter display rack, 
No. 495, finished in green wrought 
iron, holds the Emkay 4-Pack, and 
presents a wide selection of colors 


Co ne Mddaa 


22, 


— 


Syra- 





and sizes. The rack measures 
x14x12 in. Emkay Candles, 
cuse 1, N. Y. 


Level Merchandiser 


This @No. TV display fixture for 
aluminum and wood levels is }4-in. 
fir plywood with four solid hooks 
on each side for easy hanging and 
removal of the levels. Design is 





‘SWEATING PIPES 


call for 


NoDRIP TAPE 


‘That means good profits for you. Dis- 
play NoDrip Tape and watch it sell to 
everyone bothered with condensation 
drip from pipes. 






STOP DRIP 


caused from condensa- 
tion on cold water 
pipes. Turn idle space 
into play or work 
rooms Keep store 
rooms dry. Wrap cork- 
filled NoDrip Tape 
around pipes and joints. Do 
it yourself. Clean and easy to 
apply. Roll covers about 10 
feet of '/2"' pipe. 
51.69. Higher west of Rockies and 
Conada. Get at Hdwe. and Dept. 
Stores. J. W. MORTELL CO., 
Kankakee, Ill. 









NATIONALLY ADVERTISED 


Above is one of the advertisements beginning 
in May in this important group of magazines 
with 


an a Tn hi alii! 





I wie 



























' YPULAR 
MICHANK s 





18, 967, 973 Circulation 
631/3% Home Ownership 


NoDrip Tape is in demand. Stock it! Use 
the FREE dealer helps—mats, displays, cir- 
culars, radio scripts. 
List Price 
$1.69 


Higher west of 
Rockies and 
Canada. 


Dealers’ Price 
33 1/3% dis- 
count 


$13-52 


per dozen 


Packed 12 rolls 
to carton. 





Write us for name of nearest NoDrip jobber, 
olsé Circular and Free Dealer Helps sheet. 


J. W. MORTELL CO. 
508 Burch St. Kankakee, Ill. 
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hie) 


ond five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN 6(lilustrated). 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


ne 





PAINT COMPANY: 
Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glazing Compounds...Stove 
Putties. .. Roof Coatings... Industrial Paints and Finishes 





It’s still the leader 


Multicolored green English Ivy leaves 
twine around the inside of this at- 
tractive maple bowl. Our top selling 
handpainted decoration. Designed to 
harmonize with one of America’s fast- 
est selling dinnerware patterns. Our 
new catalog features a beautiful col- 
ored picture of a table setting of 
English Ivy Woodenware. Write for 
your copy today! 
Visit our display — Los Angeles 
Trade Fair — Aug. 19-22 

Reg. U. S. Pat. Off. 


10 (Gla 








2421 McKINNEY AVENUE 
DALLAS , TEXAS 
















in three colors and there is a 
lacquered finish. It takes 21% sq. 
ft. of space. The display is offered 
with an assortment of levels, which 
have list price of $45.25. Ezact 
Level & Tool Mfg. Co., Inc., High 
Bridge, N. J. 


Fan Displays 

Three new fan window and floor 
displays are now available, litho- 
graphed in four colors, mounted on 
heavy cardboard and_ varnished. 
An Air Flight Circulator fan is 
part of each display, providing an 
operating unit. Illustrated here- 
with is the Four Winds, showing a 
weathervane and crowing rooster. 
Hassock type models feature the 





The MEW 






theme of keeping cool, and the 
Twinmaster window unit is dis- 
played in a simulated three dimen- 
sional window. W. W. Welch Co., 
Cincinnati, Ohio. 


Sisal Rope Carton 


Sisal Rope is now packaged in 
Handy Coils, the same carton for 
mill-fresh rope in factory-sealed 
boxes that has been a feature of 
American’s manila rope line. Pack- 
ing units of the Sisal rope are 4, 
5/16, %4 and \% in. diameter sizes, 
in coils of approximately 100 ft. 
each. Each box contains 15 pounds 
of rope. There are seven coils of 
Y, in., five coils of 5/16 in., four 
coils of %% in., and two coils of % 
in. Coils are connected so that all 
the rope in each box is in one piece. 
American Mfg. Co., Noble & West 
Sts., Brooklyn, N. Y. 






Weather Stripping Unit 
This display box for Inner Seal 

weather stripping is printed in 

silver on a biue linen finish back. 





ground, and the inside of the fold- 
up lid is printed in red on cream 
linen finish. The weather stripring 
is mounted on a large reel for easy 
inspection and as a _ convenient 
method of measuring off the right 
length for each sale. Bridgeport 
Fabrics, Inc., Bridgeport, Conn. 


Rust Preventive Display 


Rust-Oleum rust preventives in 
various size containers are dis- 
played on this lightweight and 
compact wire rack display unit. 
Handy wire holders for product 
literature are attached to each side, 
and a washable four-color display 
card emphasizes that Rust-Oleum 
stops rust and may be applied di- 
rectly over rust. Unit takes up 28 
in. of floor space. Rust-Oleum 
Corp., 2620 Oakton St., Evanston, 
Ill. 
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Preservative Aids 


Each mixed case of Acrylic 
Krylon, containing four 12-0z. cans 
of white, four of aluminum, and 
four of clear, offers a two-color dis- 


sumer 


paper mat sheet from which free 
mats can be ordered. The Krylon 
container, a 12-0z. spray can, fits 
into the counter display, and the 
display may be used to show any 
one of the three Krylon colors. 
Krylon, Inc., 2601 N. Broad St., 
Philadelphia, Pa. 


Tool Merchandiser 


This counter-size No. 555 Little 
Giant tool merchandiser displays 
10 complete sets and 12 individual 
items, totaling 123 pieces, of chal- 
lenger tools, such as_ wrenches, 
pliers, etc. This durable, perma- 





nent cabinet measures 12x30x22 in. 
and is finished in red and yellow. 
Retail price tapes are on each item. 
Challenger Div., Penens Corp., 
Schiller Park, IIl. 


Film Announcements 


These dealer film announcements 
for television and moving picture 
screen promotion are available in 
16 mm. sound or 35 mm. film. They 
feature all-electric kitchens and 
planned home laundries. One reel 
has 7 one-minute announcemets and 
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play, 12 two-color folders of con- 
information, and a news- 


7 30-second announcements on 
kitchens and laundries, two range 
models, and two refrigerators. The 
other reel has 7 one-minute an- 
nouncements on water heaters, 
home laundry automatic washer, 
etc. Hotpoint, Inc., 5600 W. Tay- 
lor St., Chicago 44, Ill. 


Plastic Tape Carton 


This new counter carton, printed 
in red, white and black, holds 18 
rolls of %-in. width plastic elec- 
trical tape, each packaged in cello- 
phane with a red and black label 
enclosed. The box cover folds back 
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REDSTS WATER ACIMS. ALKALIS, OHS. CORROSION. TEMPERATORI CHANGES 


— 


| PLYMOUTH RUBBER COMPANY whe. ¢ 





to become a counter card, and fea- 
tures a replica of the tape roll. 
Plymouth Rubber Co., Inc., Canton, 
Mass. ‘ 


Shooting Display 

This improved point - of - sale 
counter display features complete 
Crosman equipment for indoor and 
outdoor target shooting. The case 
measures 20!2x16!x6% in., and is 
made of natural finish. Crosman 
CO, Pistol, CO. Cylinder, Bell 
Target and Super-Pell ammuni- 
tion box are mounted on a ply- 
wood panel against a simulated yel- 
low velvet background. Crosman 
Arms Co., Inc., Rochester, N. Y. 


Crosman 
= C0: POWERED 
HOME PISTOL RANGE 
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McGill BRAND 
mouse and rat 


TRAPS 














@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 




















Trouble * 


» 
? You Should Stock 
CHICAGO “Safety Plus” Screw Products 
CAP AND SET SCREWS + SOCKET SCREWS 
TAPER PINS + NUTS « STUDS 
They’re Quality Made fo Be Trouble Free 


@ They're better packaged for easier stock 
room service. 

@ They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture. 


Remember to ask for CHICAGO "Safety Plus” 
products from your hardware distributor. 


THE CHICAGO SCREW COMPANY 


7TON BOULEVARD 
10 ILLINOIS 


2509 WASHIN 
BELLWOK 















propellents. 








“Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 











DU PONT 





E. I. du Pont de Nemours & Company, (Inc.) 





“Sales of HEP Aerosol Insect Killer 
for last year were up 50% over 1949 
—another good year. This is in line 
with the consistent increase in HEP 
sales for the past three years.’’ These 
facts were reported to Bostwick Lab- 
oratories, Inc. (makers of HEP), by 
Gladstein, Inc.—hardware mer- 
chants in Bridgeport, Conn. 
Herman Lebowsky, Gladstein’s 
aerosol buyer, predicts a correspond- 
ing increase for 1951. He also finds 
that his total insecticide sales have 
increased since he started carrying 


~< 





"HARDWARE RETAILER SAYS AEROSOL 
SALES JUMPED 50% LAST YEAR 


aerosols. He reports that most of his 
customers prefer aerosol insecticides 
to those packed in old-style con- 
tainers. 

Such reports are not uncommon. 
Retail dealers everywhere are en- 
thusiastic about aerosol sales. Com- 
ments of store managers back up 
survey findings whichshow that hard- 
ware stores are steadily increasing 
their volume of aerosol sales . 
another reason why it pays to fea- 
ture aerosols prominently. 





“Freon” propellents are used in the 
majority of aerosols on the market 
today. They have found favor with 
aerosol manufacturers everywhere 
because they are safe, nonexplosive, 
nonflammable, of very low order tox- 


70 


“Freon” Propellents Favored 


icity and harmless to foods, furs, 
fabrics and finishes. For complete in- 
formation on these important aero- 
sol ingredients write for booklet: 
***Freon’—the Ideal Propellent.”’ 











+ Hardware Stores—Logical 


Outlets for Aerosols 


Many people, surveys prove, buy 
aerosol insecticides, mothproofers, 
paints, furniture and automobile 
waxes and various other products of 
this type in their neighborhood hard- 
ware store. Because of this, store 
managers have been quick to appre- 
ciate sales possibilities in many of 
these familiar products now in new 
aerosol packages. 

It takes but a moment to con- 
vince customers that the aerosol 
method of packaging is not only 
modern, but more effective and, when 
correctly used, a great deal more 
economical. 


List of Aerosols Grows 


“Science News Letter,”’ Washington, 
D. C., recently listed new aerosol 
products that will soon be seen on 
hardware shelves everywhere. In- 
cluded were: windshield anti-freeze, 
mildewproofing for clothes, spray- 
on plastic waterproofer for electric 
wires in ignition systems, push-but- 
ton mothproofers, aerosol-sprayed 
paints. The publication added: ‘‘Any- 
thing that must now be brushed on, 
squeezed on, sprayed on, or dis- 
persed in the air . . . can be packaged 
in an aerosol can.” 
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“Golly ... don't stop there... 
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BETTER THINGS FOR BETTER LIVING 


+ +» THROUGH CHEMISTRY 





**Kinetic’’ Chemicals Division, Wilmington 98, Delaware 
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AGREE: Aerosols are better 


Aerosol Sales Exceed 
40 Million in 1950 


Although developed less than ten 
years ago, and only put on the civil- 
ian market in 1946, aerosol push- 
button dispensers are no passing fad. 
More than 40,000,000 units were pur- 
chased last year, and surveys indi- 
cate the demand is steadily growing. 


Success of the aerosol is due in part 
to its effectiveness, ease of opera- 
tion and over-all economy. ‘‘Freon”’ 
safe propellents used in most aero- 
sols assure manufacturers that their 
pressure-packed products will meet 
rigid requirements. 










(Sy 


Builds Up Aerosol Sales 
By Knowing the Product 


All aerosol manufacturers label their 
products and all labels contain prod- 
uct-use instructions. These are worth 
reading because they give you selling 
ammunition that helps build sales. 
For example: many customers (even 
users of aerosols) do not fully under- 
stand that the push-button valve on 
most aerosol containers need be 
opened for only a few seconds. To 
release the valve too long merely 
wastes the contents of the container. 
Aerosols operate quickly and a little 
goes a long way . . . another im- 
portant selling point. 
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They 0.K. This Modern Method of Packing 


For the fourth consecutive year, a 
nationwide Du Pont survey of the 
aerosol market clearly indicates that 
users of aerosol-packaged products 
and the dealers who sell them be- 
lieve aerosols are better . . . more 
effective . . . more convenient . . . 
quicker acting than similar products 
in old-style packages. 

This is readily understandable. 
Aerosols are pressure-packed. The 
pressure is created by an inert pro- 
pellent (usually a “‘Freon’”’ safe pro- 
pellent) that disperses active ingre- 
dients in the most effective manner 
possible. 

The aerosol insecticide, for exam- 
ple, unlike conventional spray-gun 


types, permits the inert propellent 
to expel active ingredients in the 
form of a cloud or very fine mist 
expanded about 260 times its origi- 
nal volume. Particles of the product 
are suspended in the atmosphere and 
permeate every part of the area in 
which they are released. Instead of 
concentrating the insecticide in a lim- 
ited space, modern, pressure-packed 
aerosols quickly, effortlessly and ef- 
fectively spread it into every reach- 
able corner, crack and crevice. 


This is one of the big selling factors 
about aerosols and hardware sales- 
people generally find that it pays to 
explain this simple operation of aero- 
sols to interested customers. 
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Counter Display Cards Help Sell Aerosols 


Many aerosol-product manufacturers 
now supply attractive, colorful coun- 
ter display cards, window posters and 
other advertising material designed 
to stimulate sales. Hardware dealers 
are putting this material to good use 
in their windows and on counters, 
aisle tables and in other high-traffic 
store locations. 


Cards, such as those illustrated, 
are made so that the manufacturer’s 
aerosol becomes a part of the display 
and is quickly associated with im- 
portant selling points. 

Cards may also be used to form 
effective window displays that will 
often bring customers into the store 
to buy the featured aerosol product. 
It’s a good way to boost sales at 


Y practically no cost. 
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SUNN 


SOUTHERN 


WwoOoD 


SCREWS 


(Slotted or Phillips Heads ) 
are extra rugged in body and shank 


Your customers will appreciate the super strength of 
Southern wood screws. For Southern screws are of 
single-thread construction to conform to Federal Speci- 
fications. Other types of threads often weaken body and 
shank, causing screws to twist and break. But Southern 
screws’ construction assures real ruggedness where it’s 
needed most and reduces breaking to an absolute 
minimum. Helps build repeat business! 

Southern screws are made of high grade extruded brass 
wire or the finest selected high sulphur extra quality 
steel wire, bright or plated finishes. They are available 
in a wide range of types and sizes, slotted or Phillips 
heads, to meet all your customers’ requirements. 


Write today for our catalogue. 


FACTORY WAREHOUSES 


4100 Dell Avenue 325 West Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 


280 Decatur, S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 
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GORDON ARTHUR 
NETTLETON, §secretary- 
treasurer and director of 
the Schoellkopf Co., Dal- 
las, Texas, has spent his 
entire business career of 
60 years with this whole- 
sale firm. He joined it as 
an office boy at the age of 
13. Mr. Nettleton is a 
member of the Dallas 
Chamber of Commerce and 
Traffic Club. Golfing, fish- 
ing, carpentering and fur- 
niture refinishing are his 
favorite diversions. He 
marked his 74th birthday on March 31. His young- 
est son, Gordon Nettleton, has been with the same 
company for the past five years and is. now assis- 
tant secretary. 











G. A. NETTLETON 


MERRILL M. WIL- 
LIAMS, manager of the 
claims department and the 
complicated general files 
of the Belknap Hardware 
& Manufacturing Co., 
Louisville, Ky., was re- 
cently presented with a 
gold watch on the occasion 
of his 50th anniversary 
with the firm. He joined 
the company as an errand 
boy; then filled the usual 
training jobs in the ware- 
houses and offices and 
then was put in charge of 
the order checking department. He was later a 
claims adjuster and in 1918 was appointed to his 
present position. 





MERRILL M. WILLIAMS 
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F. I. HANMER is the 
founder of Hanmer Bros. 
hardware store of Keys- 
ville, Va., which marked 
its 50th anniversary last 
year. Although he retired 
from active management 
of the firm in 1946 he 
still visits the store daily. 
Now in his 73rd year, Mr. 
Hanmer started in his 
father’s general store at 
the age of 22. He served 
as postmaster, member of 
the council and the county 
school board and has been 
active in many community projects. He had 
always been a sports enthusiast and enjoyed fish- 
ing, baseball and riding but his favorite sport is 
fox hunting and for many years he has maintained 
a pack of hounds. Gardening and farming are his 
favorite hobbies. The hardware business is now 
managed by Mr. Hanmer’s daughter, Electa H. 
Neal, and two sons, Fred I. Hanmer, Jr. and 
James H. Hanmer. 





F. I. HANMER 


CLARENCE WATKINS, 
secretary of the Peaslee- 
Gaulbert Corp., Louisville, 
Ky., wholesale hardware 
firm, recently completed 
half a century of service 
with the company. He 
started as a clerk in the 
glassware department. 
Golf is the favorite form 
of recreation for Mr. Wat- 
kins who will celebrate his 
78th birthday on Aug. 27. 
At various times he has 
been active in the Louis- 
ville Chamber of Com- 
merce, in his Masonic lodge and his church. 





CLARENCE WATKINS 


WILLIAM B. STEIN- 
BACH, president of the 
Johnson Hardware Co., 
Peoria, Ill., started his 
hardware career at 14 
when he entered the em- 
ploy of Hunter & Streh- 
low, Peoria. That was in 
1898, and his wages were 
just two dollars a week. 
After 10 years with that 
firm he went to the Barrett 
Hardware Co., Joliet, III. 
When E. E. Johnson 
opened a hardware and 
housewares store in 1912 
Mr. Steinbach joined him. In 1946, Mr. Steinbach 
and his two sons, Reynolds M. and David H., 
bought the corporation. The high spot in Mr. 
Steinbach’s selling career was the time when he 
won first prize in a Twinplex Stroppers sales con- 
test. During World War II he was very active in 
all projects of interest to servicemen. He is inter- 
ested in sports, particularly baseball and basket- 
ball. 





WILLIAM B. STEINBACH 
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DIAMALLOY 





DIAMOND 


— 


Diamalloy 
SLIP 
JOINT 
PLIERS 


Drop forged of fin- 
est Diamalloy steel, 
slip joint style with 
special drilled wire 
cutting feature. 
Nickel chrome 
plated. 





Diamalloy 
FEATHERWEIGHT 
ADJUSTABLE 
WRENCHES 


Drop forged from 
our special analysis 
alloy steel. Light 
in weight and have 
great strength. 





Diamalloy 
METAL 
CUTTING 
SNIPS 


Drop forged of spe- 
cial analysis tool 
steel, heat treated 
and tempered to 
extreme toughness. 
Cutting edges 
hardened by elec- 
tronic process, mak- 
ing them exception- 
ally hard and long 
wearing. 





DIAMOND CALK HORSESHOE CO. 


\ fin 


4622 GRAND <DIAMOND> DULUTH 
AVENUE ae | MINN. 











@ Manufacturers of the World's Finest Tools y, 
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CONGRESS LUBRALIFE LAU Oy ete a 
Ze CP ILLOW _— AT BARGAIN PRICES 


BLOCKS BYJ/B Yel) ee a a 


Self-aligning and permanently lubricated sponge 
iron section acts as a wick lubricating the shaft 
by capillary action. Vibration proof rubber grom- 
















mets with static dissipator are available. Flange = q . 
type bearings also available. Write for details. A SS : ‘f 
1/2-HP WORKSHOP MOTOR Ca * 
PULLEYS Fastest-selling. Lists at only : 
$39.95. V2 HP, 3450 RPM,115V. | 1-HP WORKSHOP MOTOR 
and V-BELTS Capacitor type. Double shafts. | Lists at $65.95. Out-sells any 
: Totally enclosed. Ball bearings. 1-HP, 3450 RPM, 115/230 V, 
Available from stock from FHP | Overload protected. Switch | 60 Cy. double-shaft, ball. 
up to 200 FLP and cord. Handles 101 tool | bearing workshop capacitor 
sihveies ods jobs efficiently and economi- | motor. On-off switch. 14/2 
“ cally. No. 4K152. cord. No. 4K324, 
World's Largest Manufacturer 
6 tae tds USE YOUR NEARBY GRAINGER STOCKS 
. @ Lowest Net Motor Prices @ Motors for Every Need 





@ Strict Wholesale Policy @ Fast Shipping Service 
Write for Wholesale Motor Catalog 


W.W.GRAINGER,INC. 


43 WAREHOUSE STOCKS, COAST-TO-COAST 
General Offices: 740 W. ADAMS, CHICAGO 6 


WRITE FOR CATALOG 


CONGRESS °*:::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 





























S142 MORE 
OW EVERY SALE 


WHEN YOU SElL 


TOPPER” 


MODEL 48 


















Why take less? There’s extra profit in every 
sale of H&R arms. No strings attached — straight- 
line selling from us to You passes usual middle- 


BUY HaR »* BUY DIRECT * MAKE MORE MONEY man profits on to you. There’s more money in it for 


you on one sale or a hundred, when you sell 


No Quantity Requirement H&R. 


; Executive Sales Offices 
100 Ib. shipments (14 guns) prepaid to your door. Less than 14 guns, of = 
F.O.B. warehouse nearest you. Investment Building, Washington, D.C. 


i004 W. Peach St, NW. S41 West Superior St vit HARRINGTON & RICHARDSON ARMS CO. 
<= - EB siisinin — Ds 


77 Park Avenue * Worcester 2, Mass. 
1712 Lows St. ‘552 Mission St. Quality Arms Famous the World Over 
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~ Washing ton 
— and VIEWS 


Reports on Events Affecting 
The Hardware Business 





(Continued from page 10) 


OP MOTOR 


OUTLOOK — It is important to 
note that the Reserve Board does 
not necessarily promise an easing 
of credit rules in September or at 
any other time, for that matter. 
But certain board members are 
quietly letting it be known that they 


rent year have recently been ex- 
empted from provisions of the 
manufacturers’ regulation, CPR 22, 
by amendment 11 to that order, 
which leaves price control of the 
products under the General Ceiling 
Price Regulation. 





will “take a look’ at Regulation W 
Dut-sells any “soon after Labor Day” with the 
, 115/230 V, idea of relaxing the rules if infa- WPA Puts Basic Metals 
shaft, ball. tionary trends appear to be slowing 
P capacitor up. Under Single Control 


witch. 14/2 





STOCKS 


Snyder Still Plugging 


NPA has issued a new order, 
M-47A, which controls the use of 


Every Need $10 Billion Tax Bill steel, copper, and aluminum in 
a ; — a most consumer durable goods in 
ig Service Senatorial tax-writers are begin hey Gite Genies of Ge eae, BE 








ning to ask themselves if the na- 
tion’s tax burden is not nearing its 
limit. 

But Treasury Secretary John 
Snyder is sticking by President 
Truman’s demand for a $10 billion 
boost in federal revenues. 


by businessmen. 


fective date of the order is July 1, 
which is also the effective date of 
the Controlled Materials Plan. 
Bans on the use of copper in 
several hundred items, which in- 
clude more than 50 products in the 


The House recently put its reluc- home furnishings, major appli- 

aa tant OK on a $7.2 billion bill, stat-  22¢es, electrical housewares and 
e ing that any larger amount at this housewares field were relaxed. 

time would seriously hamper the Those manufacturers now allowed 

o] part played in the defense program to use copper in their products re- 

o | ceived cutbacks. Some manufac- 


mh 
il lc, & 








Mr. Snyder maintains that the 
$2,895,000,000 increase in individ- 
ual income taxes voted by the House 
should be raised by another $1 bil- 
lion, at least. And he says the 
$1,252,000,000 increase in excise 
taxes on such things as automo- 
biles, cigarets, and liquor should be 
more than doubled. He renews Mr. 
Truman’s insistence that excise 
taxes be extended to TV and radio 
sets, and many electrical appliances. 


OUTLOOK — Under the present 
schedule, new and higher taxes on 


turers who were under no controls 
for the use of steel were put under 
the order. 

The new order sets up two lists, 
A and B. Manufacturers of prod- 
ucts in List A items are limited 
to the use of 70 pct of steel, 60 pct 
of copper and 50 pct of aluminum, 
figured on the January-June 1950 
base period. 

Manufacturers of List B items 
are limited to 85 pct consumption 
of steel, 80 pet of copper, and 75 
pet of aluminum, of permitted use 
during the first quarter of 1951. 


ae corporations, individuals, and re- Examples of products included in 
tail goods will become effective List B are sewing machines, gar- 

every about September 15. Size of the bill bage and ash cans, razors and 
aight- continues to be a subject of hot de- _ blades, electric shavers, soldering 
iddle- bate. Insiders at the Capital pre- irons, incandescent hand portable 

ie § dict the total amount of new taxes lighting equipment. 

' It for finally approved by Congress prob- After the July 1 date, an end- 
u sell ably will be less—not more—than product producer’s maximum use of 
the $7.2 billion voted by the House. steel, copper, and aluminum will be 

‘ specified either by his CMP allot- 

Gift Wraps Order ment or by the classification of his 

Christmas and other special oc- product under M-47-A, except for 

" casion paper gift wrappings, seals, copper used in builders’ materials 
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stickers and labels packaged for 
sale to the public during the cur- 
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which will be handled separately. 
(Resume reading on page 11) 

































































With men, who 
appreciate truly 

fine cutting tools, 

the superiority of 
Mann Axes has been 
unquestioned since 
they were first man- 
ufactured . . . back in 
1843, There is a model 
to fit every need—each 
one the finest of. its kind. 
Order. through your job- 
ber and send for our com- 
plete catalog today. 


LEWISTOWN, PENNA. 
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Toy Order May Force 
Filing of Charts 
For Other Lines | 


Hardware dealers who thought 
they were, free of the headache of 
filing prige charts, may’ find their’ 
troublés starting all over.again if 
they operate large volume Stores! 
and if they sell toys, for OPS on: 
June 29 issued an amendmentg, to, 
CPR-7 adding several categories, 
of toys to the marginal control 
regulation. 

While’ OPS just a few weeks ago 
allowed ‘dealers to elect ‘to remain 
under the GCPR if their store-wide 
volume was. under $100,000, or 
their volume in certain categories 
was under $60,000 (see HARDWARE, 
AGE, June 14 issue, page 67), the 
addition of toys may well elimi- 
nate part of this election. How-; 
ever for stores doing an annual 
business of under $100,000, the 
election remains. 

But those dealers whose volume 
is over $100,000 and who chose to 
remain under GCPR because their 
volume in the categories in Amend. 
2 was under $60,000, upon examina- 
tion of the toy order, they may find 
themselves forced under the cover- 
age of CPR-7 and faced with com- 
piling a price chart for all cate- 
gories. 

Of little solace is the fact that 
they will have three months from 
the date of the order (June 29) to 
file charts. And the list date they 
must use, Dec. 10, 1950, will im- 
pose a price squeeze on most toy 
lines. Thus, another flood of pro- 
test seems in the making. 

Meanwhile, HARDWARE AGE again 
reminds readers to write us for 
additional information about price 
regulations and for copies of the 
new amendments, if they cannot be 
obtained elsewhere. 


Extend Price Chart 
Acknowledgment Date 


OPS has extended from June 30 
to July 31 the deadline date by 
which the agency must acknowl- 
edge receipt of price charts filed 
by retailers under CPR-7. Acknowl- 
edgement provision of CPR-7 pro- 
vides in effect that if OPS failed 
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News and Interpretations of Government Orders 


' to acknowledge receipt of a retail- 

er’s chart before the deadline, the 
‘ retailer was forbidden to continue 
in business until the price agency 
made the acknowledgement. The 
deadline postponement was ordered 
in Amendment 9 to CPR-7. 

In the same amendment, OPS 
amended another order which gave 
some retailers higher mark-ups 
than they normally use. These 
mark-ups were set by OPS for use 
by retailers who couldn’t figure out 
their price ceilings under other 
provisions of CPR-7. In Amend- 
ment 9, OPS reserves the right to 
reduce mark-ups which were set 
too high by the original order. 


By R. S. WILD 
Associate Editor 
HARDWARE AGE 


Toy Ceilings Based 
On Oct.-Dec. "50 Costs 


OPS in a recent amendment to 
CPR-7 brought toys, games, and 
Christmas decorations under the 
scope of the margin regulation for 
retailers. At the same time, a 
change in the method of preparing 
charts for the new categories was 
also announced. List price date 
for the categories is Dec. 10, 1950. 

Listed in Amendment 8 to CPR-7 
are categories covering dolls, doll 
accessories, stuffed toys; toy 
miniature movie projectors and toy 
cameras; games, paint sets, blocks; 





For Your File 


List of OPS District Offices 


REGION I 


Providence, R. I., 49 Westminster Street. 
Hartford, Conn., 106 Ann Street. 

Portland, Maine, 616 Congress Street. 
Montpelier, Vt., 126 Main Street, ground floor. 


Concord, N. H., 44 South Main Street, base- 
ment. 
Springfield, Mass., 1597 Main Street. 


Boston, Mass., 141 Milk Street. 


REGION II 
Buffalo, N. Y., 295 Main Street. Syracuse, N. Y., Wood Building, 410 South 
Newark, N. J., 185 Washington Street, first Clinton Street. 
floor. Camden, N. J., City Hall Annex, Sixth and 


Rochester, N. Y., 360 East Avenue. 

New York, N. Y., 405 Fifth Avenue. 

Trenton, N. J., Old Post Office Building, 200 
East State Street. 


Market Streets. 
Albany, N. Y., 55 Columbia Street. 


REGION III ‘ 


Pittsburgh, Pa., Keenan Building, Seventh and 
Liberty Avenue. 


Wilmington, Del., 9 East Third Street. 


Erie, Pa., 1005 State Street. 
Philadelphia, Pa., Commercial Trust Building, 
Fifteenth and Market Streets. 


REGION IV 


Baltimore, Md., 306 West Franklin Street. 

Charlotte, N. C., Coddington Building, 101 
North Graham Street. 

Washington, D. C., Courts Building, 310 Sixth 
Street NW. 


Charleston, W. Va., 601 Virginia St., East. 
Raleigh, N. C., 700 Tucker Street. 
Norfolk, Va., 1214 Granby Street. 


tichmond, Va., 802 East Broad Street. 


REGION V 


Memphis, Tenn., Marx & Bonsdorf Building, 
Second and Monroe Streets. 

Jackson, Miss., Clancy Building, 407 
Capitol Street. 
Birmingham, Ala., 

Avenue. 
Jacksonville, Fla., 610 Julia Street. 
Columbia, S. C., 1313 Main Street. 


West 


Bell Building, 1814 Second 


Nashville, Tenn., 406 Nashville Trust Building, 
Union Street. 

Montgomery, Ala., 14 Commerce Street. 

Miami, Fla., Roper Building, East Flagler and 
Third Avenue. 

Savannah, Ga., Blumenthal Building, Brough- 
ton and West Broad Streets. 
Atlanta, Ga., Rhodes Building, 

Street. 


78 Marietta 


REGION VI 


Cincinnati, Ohio, 37-41 West Seventh Street. 

Detroit, Mich., Book Tower, Washington Boule- 
vard. 

Louisville, Ky., 307 South Fifth Street. 

Toledo, Ohio, Summit-Cherry Building. 


Columbus, Ohio, Peters Building, 68 East Gay 
Street. 

Grand Rapids, Mich., 148 Ransom Street. 

Cleveland, Ohio, 1620 Euclid Avenue. 


REGION VII 


Indianapolis, Ind., 730 East Washington Street. 
Milwaukee, Wis., Plankington Building, 161 
West Wisconsin Avenue. 
Peoria, Ill., Clarke Building, 

Adams Streets. 


Maine and South 


Green Bay, Wis., 1406 Main Street. 
Springfield, Ill., 628 Adams Street. 
Chicago, IIL, 188 West Randolph Street. 


REGION VIII 


Sioux Falls, S. Dak., 114 South Main Avenue. 
Helena, Mont., Power Block, Sixth and Main 
Streets. 


Fargo, N. Dak., 16 Eighth Street South. 


St. Paul, Minn., Fourth and Minnesota Streets. 
West Duluth, Minn., 120 North Fourth Avenue 
West. 


(Continued on page 78) 
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Special adver 
THE SATURDA) 
POST and oth 
Publications ¢ 
tustomers al 
FIGHT WASTE 


HARDWA 


3. WILD 
cee _  - CM THE NEWEST IDEA... THE BIGGEST NEWS 
| ; IN HARDWARE RETAILING TODAY! 


mm) “| DISSTON 


Costs a 4 
idment to : . WADE: - - 
mes, and ; Coot 5 4 
inder the oe _— 
lation for . " 
time, a 
ae aol Action-minded retailers and wholesalers are taking to the pro- 
ee. deal gram...using it... profiting from it! Here are typical comments: 
10, 1950. 
to CPR-7 "Your Fight Waste material has received very 
iolls, doll favorable nes from all who have 
ys; toy Al 2 ig seen it... 
s and toy Pa? . jae ae | "Congratulations on the very fine job you have 


8, blocks; ; J oo a © been doing in the 'war on waste'..." 


FOR YOUR STORE—A SPECIAL “FIGHT WASTE” KIT! 


Enables you to participate in the national 

“Fight Waste’’ program. Kit contains 

' r Bea counter card, window stickers, AND a 

Street, base- f ; completely new version of the famous 

Disston Saw, Tool, & File Manual— 

brought up-to-the-minute with new 

oe ~ material on the proper use and care of 

aleeae- ; . ia : tools. The three-point theme is: FIGHT 

, Sixth and : gt ey — WASTE—1. Choose the right tool for 

d , cS hte each job—use tools right for longer tool 

life...2. Buy only what you need and can 

use now .. . 3. Use quality tools—enjoy 

7 aé ; a , the long-term economy of quality. Kit 

+ 4 aisiite , 44 4 contains a generous supply of these new 

Manuals for FREE distribution to 
your customers! 


et. 


The "Fight Waste”’ Dealer Kit is supplied FREE to you 
—send in the coupon, or write on your letterhead. 


st Building, \ ae YOup 

treet. \ ¥, te, Af 7 i : ARoy ] 

yet - \ rf J : el} } re. Oo HENRY DISSTON & SONS, INC. 
. = AS } ag Phebe fh ‘an wg 754 Tacony, Philadelphia 35, Pa., U.S. A. 


(Canadian Factory, Toronto 3, Ont.) 


8 East Gay — 2 I want to join the national war on waste! Send me the 

\ - ~20 ie, 3" FREE Disston ‘Fight Waste’’ Dealer Kit containing 

street. \ wee, eng, {Ay 7 counter card, window stickers, and supply of new Disston 
’ . ' . ii fA Saw, Tool, & File Manuals. 


NAME 
ADDRESS 
ZONE STATE 


Special advertising in 
‘ta Streets. THE SATURDAY EVENING 


th Avenue POST and other leadin \ : bs p 
—— ie vour = an. DISSTON...THE SAW MOST CARPENTERS USE 
AGHT WASTE Program! \ . ¥ 
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a —~ 
Why The Record 
DEMAND? 


Your guess is as good as ours. 

Maybe it’s TV. Bassick Casters and 
Glides ease furniture moving, for easier 
TV viewing. 

Maybe it’s Bassick advertising. Our 
column cartoons in THE SATURDAY EVE- 
NING POST are real eye-catchers, sug- 
gesting the importance of good casters. 

Maybe it’s just the times. Possibly 
people are more fussy about protecting 
floors. 

Whatever the reason, you'll profit by 
displaying Bassick’s HD-10 caster de- 
partment. Compact 12 in. x 614 in. dis- 
play block. Types and sizes mounted on 
removable wooden plugs, numbered for 
quick identification. 

We’re producing more casters and glides 
than ever before, and still can’t fill the de- 
mand. But we’ll do our best to keep you 
supplied. THE BASSICK COMPANY, Bridge- 

<Te port 2,Conn. Division of 

J) at Stewart -Warner Corp. 

rex In Canada: Bassick Di- 

vision,Stewart-Warner- 

Ba 8 Alemite Corp., Ltd., 
S45 Belleville, Ont. 


SEXNT(6,4 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 











toy phonographs, toy musical in- 
struments and musical toys; elec- 
tric trains and accessories; con- 
struction toys and scientific toys; 
toy guns and related items; masks 
and masquerade outfits; plastic and 
rubber toys; blackboards, hobby 
horses; wheel toys and sleds; wood 
and hobby toys; small metal toys 
such as mechanical toys, non-elec- 
tric trains and accessories, cast 
iron toys; athletic toys; toy house- 
wares such as toy cooking and 
tableware; Christmas home decora- 
tions such as tree ornaments, 
lights, and stands. 


Retailers are required to file 
charts for the new categories, list- 
ing all items offered for sale based 
on invoices received between Oct. 1 
and Dec. 10, 1950. 

Retailers have three months from 
the effective date of the amendment, 
June 30, to file their price charts 
and use the pricing rules. 

If they have already filed a 
pricing chart, they are required to 
prepare two copies of a _ supple- 
mental chart for the new cate- 
gories, numbering the pages as if 
they followed the last page of the 
chart already filed. One copy of 
the supplementary chart is to be 
filed with the OPS district office 
and one copy kept for the dealer’s 
use and OPS inspection. 

If by the addition of categories, 
a dealer for the first time becomes 
subject to CPR-7 for all categories, 
two copies of a pricing chart for 
all categories must. be prepared; 
one to be retained, the other ‘to be 





filed within three months after the 
effective date of the amendment. 

While a dealer may use the 
pricing rules as soon as he files his 
chart, he may not sell any of the 
category merchandise unless he re- 
ceives an OPS acknowledgment of 
his chart within 30 days from the 
last date for filing the chart. 

In addition, OPS in Amendment 
2 to Supplementary Regulation 2, 
CPR-7, provided for a_ special 
method for preparing charts for the 
new categories. A dealer is re 
quired to prepare his chart as if he 
were offering for sale, on the list 
date, Dec. 10, 1950, each different 
article, style, model or lot number 
covered by the categories for which 
he received an invoice in the period 
Oct. 1-Dec. 10, 1950. 

In Column 2, a dealer lists each 
different net cost shown on the in- 
voice last received in Oct. 1-Dee, 
10, 1950, period at which he bought 
any article in that category. If 
the last invoice was received after 
Nov. 15, 1950, and the offering 
price after receipt of that invoice 
was not changed from the initial 
offering price based on the next to 
the last invoice received for that 
article, he may then list the net 
cost on the next to the last invoice. 

In Column 3, opposite each cost 
listed in Column 2, a dealer must 
list as offering prices each differ- 
ent price at which any article in 
the category was offered at that nei 
cost. He lists as the price at which 
he offered an article, the initial 
price based on the last invoice re- 
ceived in the Oct. 1-Dec. 10 period. 





OPS District Offices 


(Continued from page 76) 





; REGION IX 
Omaha, Nebr., 1516 Harney Street. St. Louis, Mo., Boatman’s Bank, 314 North 
Wichita, Kans., 3234 East Donglas Street. Broadway. 
Des Moines, Iowa, Security Building, 418 Sev- Kansas City, Mo., 220 Admiral Boulevard. Ove 
enth Street. 
REGION X used 
Houston, Tex., 517 La Branch Street. San Antonio, Tex., 128 South Flores Street. back 
New Orleans, La., Standard Oil Building, Jack- Forth Worth, Tex., 2900 West Lancaster Street. 
son and St. Charles Avenue. Shreveport, La., 1007-9 Texas Avenue. the 
Oklahoma City, Okla., 32 North Robinson Tulsa, Okla., 920 South Boston. 
Street. Lubbock, Tex., Broadway Building, 1202 Texas d 
Little Rock, Ark., 555 Building, Broadway be- Avenue. ow 
tween Second and Third Streets. Dallas, Tex., Crane Building, 1200 Jackson 
Street. ’ 
REGION XI 


Salt Lake City, Utah, 222 Temple Room, 104 
Old Terminal Building. 

Albuquerque, Mex., 
Street. 


REGION XII 
Los Angeles, Calif., Cairns Building, 108 West 


Sixth Street. 
Phoenix, Ariz., 315 Central Avenue. 
Reno, Nev., 1475 Wells Avenue. 
Oakland, Calif., 1417 Clay Street. 


REGION XIII 
208-222 


Portland, 
Southwest Fifth Street. 


Oreg., Lincoln Building, 


Boise, Idaho, American Legion, Seventh and 


Bannock Streets. 


142 North Monroe 


Cheyenne, Wyo., 1509 Bent Avenue. 
Denver, Colo., New Custom House, Twentieth 
and Stout Streets, Room 476. 


San Diego, Calif., Fox Theater Building, 1215 
Seventh Avenue. 

San Francisco, Calif., Flood Building, second 
floor, 870 Market Street. 


Spokane, Wash., Howard and Main Streets. 
Seattle, Wash., 905 Second Avenue Building. 
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Musical extravaganzas were enacted under this giant tent at the Chicago Fair, It accommodated an abdience of 2,000, 


. 314 North 
oulevard. Over 14,000 feet of Columbian Pure Manila Rope were 


used in this mighty tent. Columbian Rope was its very 
wen Givest, backbone — spiderlike Columbian network supported 


the canvas — Columbian guyed the poles — staked 


dependable Rope. Every fibre resists wear, water 
and abrasion — every foot is guaranteed for quality, 
strength, durability, service. Columbian is quality con- 
trolled from the moment the fibre is selected in the 


down the canvas. Philippines till the finished rope is wrapped for ship- 


That's a responsible job—but Columbian’s a ment. Sell Columbian and be Sure. 


COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, "The Cordage City”, New York 


building, 1215 
Iding, second aT Acca i 
\ YZ “A 
. | an 


n Streets. 
e Building. 
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Woodbury Hardware Names 
Lamb, Danko As Managers 


Otto A. Lamb has been ap- 
pointed general manager of 
Woodbury Hardware Co., 





OTTO A. LAMB 


wholesaler at 2262 N. W. 
Nicolai St., Portland, Ore., 
and Martin Danko has been 
named merchandising and 
promotion manager, to assist 
Woodbury dealers in sales 
promotion, modern _ store 
planning, and inventory con- 
trols. 


Mr. Lamb has had execu- 
tive and sales experience in 
the wholesale hardware busi- 
ness, having been merchan- 
dising manager for Mont- 
gomery Ward & Co., and 
general sales manager of the 
Portland branch of Marshall- 
Wells Co. Mr. Danko was pre- 





MARTIN DANKO 


viously merchandising man- 
ager for the National Retail 
Hardware Association. 








Partial Exhibitor Lists 
Out for Hardware Show 


A partial list of exhibitors 
in the National Hardware 
Show are now available to 
buyers. 

Frank Yeager, director of 
the show, reports that there 
has been more buyer interest 
in exhibitors at this year’s 
eeming show than any pre- 
vious one. 

Lists may be had at the 
main office, National Hard- 
ware Show, 331 Madison 
Ave., New York City 17. 





Gunderson to retire 
From Thor Corp. 

John E. Gunderson, vice- 
president and Western Divi- 
sion sales manager for the 
last five years of Thor Corp., 


80 


2115 So. 54th Ave., Chicago 
50, Ill, has recently an- 
nounced his retirement. 

Mr. Gunderson joined Thor 
in 1921 as a traveling au- 
ditor. In 1927 he left the 
company to become secre- 





JOHN E. GUNDERSON 


tary-treasurer of Thor-Pacific 
Co., a Los Angeles distribut- 
ing firm. Thor acquired this 
firm in 1932, and Mr. Gun- 
derson was named manager 
of the Los Angeles branch. 
He held this position until 
1946, when he was elected a 
vice-president and given the 
direction of Thor’s El] Monte, 
Calif., assembly plant and 
all western sales operations. 
He will continue with the 
firm as a consultant on west- 
ern operations. 





Oliver Iron and Steel 
Acquires Berry Motors 


Theodore F. Smith, presi- 
deut of Oliver Iron & Steel 
Corp., Pittsburgh, Pa., has 
announced the merger of 
Berry Motors, Inc., Corinth, 
Miss., into the Oliver Iron & 
Steel Corp. Berry Motors 


will be operated as the Berry 
Division of Oliver Iron & 
Steel. Frank Berry will be 
director of research of the 
Berry Division, and Ara A. 
Cambere, former president 
of Berry, will become an ex. 
ecutive officer of Oliver Iron 
& Steel, in charge of the 
Berry Division. G. Gordon 
Meeks has also been added 
to the Oliver board of direc. 
tors. 


Oliver acquired all assets, 


patents and property of 
Berry Motors, which will 
continue to make _ rotary 


power hydraulic pumps, mo- 
tors and industrial trans- 
missions at the plant in 
Corinth. 

Oliver Iron & Steel Corp., 
has been in operation since 
its founding in 1863, manuv- 
facturing industrial fasten- 
ers, small forgings and pole 
line hardware. 








Stanley Works Sponsors New Educational 
Lecture Series on Correct Hinge Usage 


To emphasize the impor- 
tance of correct hinge uses 
and specifications by builders 
hardware men, The Stanley 
Works, New Britain, Conn., 
has inaugurated a new “field 
lecture” program, according 
to an announcement’ by 
George P. Merrill, general 
sales manager. Program 
speaker for the lecture series 
is Jean Hart, head of con- 
tract sales for The Stanley 
Works. 

In his talk, Mr. Hart will 
direct the attention of his 
listeners to the hinge side of 
a door, covering such sub- 
jects as bonderizing, tem- 


plate and _ non-template 
hinges, underwriters hinge 
requirements, correct butts 


for kalamein doors, as well 
as 2 review of all the opera- 
tions involved in hinge fabri- 
cation from ore to finished 
product. 

Additional subjects cover- 
ed by Mr. Hart include ball 
bearing hinge construction, 


with special emphasis on 
Stanley’s extra-heavy full- 
jewel ball bearing butts, 
swaging, round corner 
hinges, butts for Weldwood 
doors, an explanation of two 
and three knuckle leaves as 
applied to jambs, the four 
main types of hinges and 
their application, etc. 

This new educational pro- 
gram was first presented at 

(Continued on page 88) 
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Bommer Names Southard 
To Southeast Area 


James M. Southard has 
been appointed to represent 
Bommer Spring Hinge Co., 





JAMES M. SOUTHARD 


Inc., 251-271 Classon Ave., 
Brooklyn 5, N. Y., in Florida, 
Georgia, Alabama, and Mis- 
sissippi. His offices are at 
420 Nelson Ferry Rd., De- 
catur, Ga. 

Mr. Southard has traveled 
through the southeast for the 
past 12 years, representing 
Corbin Cabinet Lock Co., and 
10 years prior to that, he 
was in charge of the Contract 
Builders Hardware Depart- 
ment for the Clark Hardware 
Co., Nashville, Tenn. 





Vice-Presidents Named 
By Plymouth Cordage 


Plymouth Cordage Co., 
Plymouth, Mass., has an- 
nounced the election of Stan- 
ley Cheney and Henry Key- 
serling as vice-presidents, at 
a recent meeting of the board 
of directors. 

Mr. Cheney has been with 
the company since 1931, re- 
turning after the war in 1946 
to the fiber department. In 
1948 he was named manager 
of that department. 

Mr. Keyserling joined the 
Plymouth Cordage Co. in 
1944, as assistant treasurer, 
becoming controller in 1948. 
Prior to that time, he had 
been in the consulting busi- 
ness for himself, and served 


as auditor and consultant for 
other firms. 





Apsey Becomes Head of 
Industrial Ad Group 


John F. Apsey, Jr., adver- 
tising manager of The Black 
& Decker Mfg. Co., Towson, 
Md., was elected president of 
the National Industrial Ad- 
vertisers Association, New 
York City, at its recent an- 
nual conference at the Wal- 
dorf-Astoria. 

Mr. Apsey, as president of 
the organization, will head 
an organization of 3500 
members and 33 chapters in 
the U. S. and Canada. NIAA 
enccurages high standards 
of advertising among manu- 
facturing firms which sell 
their products to other than 
the consuming public. 












Stratton & Terstegge Opens 
Sport, Toy Display Room 


A new 30 by 90 ft. year 
‘round sample display room 
for toys and sporting goods 
was recently opened at 1533 
Bank St., Louisville, Ky., by 
Stratton & Terstegge Co., 
hardware wholesalers. Lo- 
cated on the second floor of 
a building recently acquired 
from Reynolds Metal Co., the 
new display is reached by a 
stairway from the com- 
pany’s appliance division. 

Two sides of the display 
room have open wall fixtures, 
one end having glass en- 


closed display cases for doils 
and stuffed toys. The other 
end will later be utilized for 
the display of sporting goods 


lines. Space in the center of 
the room is occupied by floor 
displays of wheel goods and 
other bulky items for young- 
sters and by several island 
display units. 

The colorful room is equip- 
ped with limed oak finish 
fixtures with old rose back- 
ground, and areas above the 
display units are finished in 
deep tone green. J. H. Sand- 
ers, Stratton & Terstegge’s 
sales promotion manager 
worked with the Kentucky 
Retail Hardware Association, 
which furnished the display 
fixtures, for this permanent 
display room for dealer use. 





(1) Portion of the game, wheel goods and small toy displays in the new show room. 


(2) Opposite side of the permanent show room for toys and sporting goods. 
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David J. Gemmell Resigns As Executive 
Vice-President of Cleveland Chain Co. 


David J. Gemmell has re- 
signed his position as execu- 
tive vice-president and direc- 


DAVID J. GEMMELL 


tor of sales of The Cleveland 
Chain & Mfg. Co., Cleveland. 
Widely known in the chain 


industry, Mr. Gemmell had 
been associated with the 
Cleveland Chain & Mfg. Co. 
since 1929. He joined the 
company at that time as 
western sales manager with 
headquarters in Chicago. In 
1935 he was named general 
sales manager of the Cleve- 
land firm and he was elected 
vice-president in charge of 
sales in 1942. 

Before joining The Cleve- 
land Chain & Mfg. Co., Mr. 
Gemmell was associated with 
United States Chain & Forg- 
ing Co., for 10 years. Prior 
to that he was a sales execu- 
tive with the Beaver Board 
Co. 

Mr. Gemmell has no defi- 
nite plans for the future, but 
he plans to remain in the 
hardware and mill supply 
distribution field. 








Root Dusters Now Made 
By Root Mfg. Co. 


Root Mfg. Co., Malta, Ohio, 
is the new company owning 
the properties and operating 
the factory in which Root 
dusters were previously 
made by Brown-Manly Plow 
Co. As a part of the strength- 
ened merchandising sales and 
advertising program, a new 
catalog was recently pub- 
lished, showing the complete 
line of Root hand and power 
dusters. It will be sent to 
interested dealers upon re- 
quest. 


S. C. Johnson Starts 
Auto Wax Promotion 


An extensive promotion by 
the makers of Johnson’s Wax 
has been launched with the 
opening of a  Car-Plate- 
Carnu World Series contest. 


NEMA Extends Electric 
Housewares Campaign 


The continuation of the 
electric housewares gift cam- 
paign through fall and win- 
ter has been approved by the 
Electric Housewares Section 
of the National Electrical 
Manufacturers Association. 
Carrying out the basic theme 
of the campaign, “Give Elec- 
tric Housewares—first choice 
for every gift occasion,” this 
second phase of the merchan- 
dising program will concen- 
trate on Christmas and other 
fall and winter gift oppor- 
tunities. 
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A 20-page merchandiser, 
showing dealers how to pro- 
mote electric housewares as 
gifts on a year ’round basis, 
was presented to the trade 
at the July Housewares Show 
in Atlantic City. New dis- 
play material featuring elec- 
tric housewares as Christmas 
gifts will also be available. 
In addition to dealer mer- 


chandising aids, an extensive 
publicity campaign will be 
carried out on both the trade 
and consumer levels. 


Philip Carey Announces 
Executive Promotions 


J. C. Rector has been 
named sales manager, in- 
sulation division, of Philip 
Carey Mfg. Co., Cincinnati 
15, Ohio, succeeding W. L. 
Steffens, who will retire Jan. 
1, 1952. Mr. Steffens was for- 
merly Cincinnati district 
manager, and he is succeeded 
by W. H. Skinner. J. O. Mc- 
Falls has been named to take 
over Mr. Skinner’s former 
position as assistant district 
manager. 


Continental Can Gets 
California Plant Site 


Continental Can Company, 
Inc., 100 E. 42nd St., New 
York City 17, has announced 
the acquisition of a 45-acre 
plant site in Pittsburg, Calif. 
Continental plans to erect a 
modern one-story plant on 
the site for the manufacture 
of fibre shipping drums. 
Other fibre drum plants of 
the company are located at 
Van Wert, Ohio; St. Louis, 
Mo.; Reading, Pa., and Tona- 
wanda, N. Y. 








Pearl-Wick 


Hampers Receive Design Award 


The 1951 Academy of Designing Gold Medal has been 


awarded to the Pearl-Wick Corp., 27-50 First St., Long 
Island City, N. Y., manufacturers of clothes hampers. The 
award was made for highest standards in product design 
from the point of view of beauty, durability and simplicity. 
Features of the clothes hampers cited were self-ventilation, 
roomy interiors, Duroweve fibre, and the advanced styling. 
Shown here, Harold Gleitsman, right, president of Pearl- 
Wick Corp., accepts the award from Professor |. Rosenfeld, 
director of the Academy of Designing. 


Fleetham Made Maytag 
Regional Sales Head 


Ralph F. Fleetham, 12 
Stewart Place, Cortland, 
N. Y., has been named a May- 
tag regional sales manager 


RALPH F. FLEETHAM 


in charge of 11 counties in 
the Newark Branch terri- 
tories of The Maytag Co., 
Newton, Iowa. Counties in his 
territory are Broome, Cayu- 
ga, Chenango, Cortland, Dela- 
ware, Madison, Onondago, 
Oswego, Otsego, Tioga and 
Tompkins. 


Fleischmann Handle Co. 
Moves Finishing Plant 


The Fleischmann Handle 
Co., 1600 Tower Bldg., Bal- 
timore 2 Md., has moved its 
principal finishing plant from 
Recky Mount, Va., to Bed- 
ford, Va., where it will oc- 
cupy a modern building with 
80,000 sq. ft. of floor space. 
It is located on the main line 
of the Norfolk & Western 
Railroad, railroad facilities 
running approximately 700 
ft. to provide for loading and 
unloading seven cars at one 
time. 

The Fleischmann Handle 
Co. is installing modern au- 
tomatic forced draft kilns 
and the latest in machinery 
and equipment. When all im- 
provements are completed, 
the capacity of the plant will 
be between 750 and 1000 
dozen handles per day with 
ample storage space to main- 
tain a large inventory of 
kiln-dried and semi-finished 
handles. 


Ben-Hur Official Named 


A. B. Bechaud, vice-presi- 
dent of Ben-Hur Mfg. Co., 
Milwaukee, Wis., has been 
elected a member of the 
board of directors of Sanitary 
Refrigerator Co., Fond du 
Lac, Wis. 
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FEATURES 


1 Blade and front strap a single unit. 


2 Blade and straps forged from High Carbon Steel. 


Blade and lower section of socket carefully 
tempered. 


4 Straps are pre-formed. 


Uniformity in lift and balance of every tool ~ 
hang and balance never change. Pre-forming 
of straps the guarantee: 
6 Strength comes from its tubular shaped 
tempered socket filled by handle driven 
main line in under great pressure. 
Western 
facilities 


APPROXIMATE 
WEIGHT 3% 
to 3% Ibs. 


LIGHTER [#// STRONGER 


FEATHERLITE meets railroad track 
shovel weight test of 200 pounds! 


PARKERSBURG, W. VA AMES BALDWIN WYOMING CO. NORTH EASTON, MASS 
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LAWN 
SWEEPS 


recast for 


a 
MS 
TT) 


perfect sales weather ahead with 


GARDEX 


and other Fall Clean-up Tools 


The most popular type of lawn sweep on the market. Made 
of special tempered spring steel with 22 flat, flexible teeth 
that will not pull grass roots. Fan shaped—all teeth touch 
the ground. Makes a clean, 18-inch sweep. Brilliant yellow 
and blue color gets attention in your store—easy to see on 
the lawn. Packing and weight: 


your Gardex Jobber for immediate delivery. 


« No. 250 BOW RAKE 


Made of carbon steel with reinforced 
bow, straight back, curved teeth. 5’ 
Hondle. 

No. 250-14 — 14 teeth, 14” Wide. 
Packing and Wt. 1 doz. 37 Ibs. List 
each Zone 1, $2.05: Zone 2, $2.25. 
No. 250-16 — 16 teeth, 16” Wide. 
Packing and Wt. 1 doz. 41 Ibs. List 
each Zone 1, $2.25: Zone 2 $2.45. 


No. 500 SIDEWALK SCRAPER 


Blade and socket made from 
one solid piece of high car- 
bon, heavy-gauge steel. 
Sharpened edge. 4’, extra 
heavy Handle. Packing and 
Wt. 1 doz. 33 Ibs. 
List eoch Zone 1, 
Zone 2, $1.55. 


$1.40: 





NOTE: Zone 2 — includes Western 
and Southern States. 
Zone 1 — all other Stotes. 


No. 420 
BROOM RAKE 


With 22 flat steel, 
specially tempered 
teeth that will not 
come loose. 18” Wide, 4’ 
Handle. Packing and Wt. 
1 doz. 26 Ibs. List each Zone 1 $1.35: 


Zone 2 $1.50 


No. 251 

CURVED TOOTH 
All steel rake 
with curved, 
sharp teeth of 
high carbon steel. 
No. 251-14—14 
teeth, 14” Wide. 


Packing and Wt. 1 doz. 33 Ibs. List 
each Zone 1 $1.75: Zone 2 $1.90. 
No.251-16 — 16 teeth, 16” Wide. 
Packing and Wt. 1 doz. 38 Ibs. List 
$1.95: Zone 2 $2.10, 


each Zone 1, 


List Price 


ZONE 


RAKE 


( 
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GARDEX 


Americas Modern Gorden | OO 


1 doz., 24 lbs. Order from 


] 





Bye la GARDEX, Inc. 


LS 500 N. Carroll Ave. 


MICHIGAN CITY, IND. 





Representatives in Michigan, Missouri 


Areas Named By Billings & Spencer 


| it 
| William G. Clark has been 
| appointed representative in 


| Michigan for Billings & 





CLARK 


WILLIAM G. 


Spencer Co., Hartford, Conn., 
maker of wrenches and shop 
tools, and Paul E. Rosen- 
baum was named direct rep- 
resentative in Missouri, Ne- 
braska, Kansas and parts of 
Iowa and Illinois. 

Mr. Clark, who makes his 
headquarters in Detroit, was 
formerly affiliated with the 
sales departments of Inter- 


national Business Machines, 
New York, and The Ameri- 
can Screw Co., Willimantic 
Conn. 

Mr. 


, 


Rosenbaum had 
viously been_ purchasing 
supervisor for the Army 
Corps of Engineers in the St. 
Louis district. Upon comple- 
tion of an intensive factory 


pre- 





PAUL E. ROSENBAUM 


training period at the Billings 
& Spencer Hartford plant, 
he will make his headquar- 
ters at 6816 Natural Bridge, 
St. Louis, Mo. 








Keystone Steel & Iron 
Announces Changes 


Walton B. Sommer ‘as 
been recently elected vice- 
president of the Keystone 
Steel & Wire Co., Peoria 7, 
Ill., and Paul W. Sommer 
was named treasurer, suc- 
ceeding W. O. Fritze, former 
vice-president and treasurer, 
who is retiring. Walter H. 
Gardner, general sales mana- 
ger, has also retired from the 
firm. Others named to posi- 
tions were Frank A. Little as 
director of purchases, suc- 
ceeding W. C. Erkert; Ford 
P. Schusler, sales manager 
of the industrial division, and 
William H. Getz, sales man- 
ager of the merchant trade 
division. 

Walton B. Sommer was 
formerly assistant to the 
president, and his new posi- 
tion makes him coordinator 
of management problems be- 
tween Keystone and its sub- 
sidiaries. Paul W. Sommer 
has been a_ vice-president 
since 1950. 

Mr. Little has been with 
the company 15 years, join- 
ing as industrial wire sales- 
man. He advanced to man- 
ager of the Chicago office 
and then assistant purchas- 
ing agent. In 1946 he became 


7 





purchasing agent. Mr. Schus- 


ler joined Keystone in 1929 
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and progressed through vari- 
ous sales assignments. Mr. 
Getz, a member of the firm 
since 1935, has been a dis- 
trict director of sales, and 
has helped diversify the com- 
pany’s merchant trade line. 





Turner Succeeds Myers 
For Proctor Electric 


C. Roger Turner has been 
named to succeed Joseph W. 
Myers as vice-president in 
charge of research of Proctor 
Electric Co., Philadelphia, 
Pa. Mr. Myers is resigning 
from the company, but will 
continue his connection with 
it m a consulting capacity 
and as a member of the board 
of directors. 

Mr. Turner became asso- 
ciated with Proctor in 1941 
as a research engineer, fol- 
lowing which he became 
assistant research director 
and research director. 





Inland Steel Appoints 


J. Doyle Moore was ap- 
pointed specialty products 
sales manager, succeeding J. 
R. Pistorius, for the Inland 
Steel Container Co., Chicago, 
Ill. 

Mr. Moore has been with 
the company for 22 years. 
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Moto-Mower Appoints 
Three Vice-Presidents 


Claude O’Maley, John S. 
Slick, and Renville Wheat 
have been elected vice-presi- 
dents of Moto-Mower Co., 
4600 Woodward Ave., Detroit. 
Mr. Slick will be vice-presi- 
dent in charge of operations 
and comptroller, and was 
formerly vice-president and 
treasurer of Graham-Paige. 
and secretary of Kaiser- 
Fraser. Mr. O’Maley, vice- 
president in charge of manu- 
facture at the Richmond, Ind. 
plant, has been with the 
company since 1945. Mr. 
Wheat was named vice-pres- 
ident, secretary, and legal 
counsel, 





Herbert Potter Retires 
From Ames Baldwin 


Herbert T. Potter, New 
York manager of Ames 
Baldwin Wyoming Co., Par- 
kersburg, W. Va., has an- 
nounced his retirement from 
the company. 

Mr. Potter has been with 
Ames Baldwin Wyoming Co. 
since its inception in 1931, 


the shovel business. Prior to 
his association with the firm, 
he was president of the 
Wyoming Shovel Works. 


He plans to make his home | 


in Florida. 





Camillus Cutlery Named 
Fuller as Sales Head 


C. T. Fuller, Jr., has been | 
named sales manager at the | 


Camillus Cutlery Co., Camil- 


C. T. FULLER, JR. 


lus, N. Y. He replaces Robert 
N. Kastor, who is retiring. 


Mr. Fuller joined Camillus | 


in 1932 as a salesman serving 








and has devoted 38 years to the midwest and south. 


Keystoners Celebrate 14th Birthday Party 





With a record-breaking attendance of 500 members and 
guests, The Keystoners met on June 15 for the 14th annual 
Birthday Party, at Llanerch Golf & Country Club, Manoa, Pa. 
For the 14th time the Purchasing Agents trimmed the Key- 
stoners at softball to the tune of 22 to 14. In golf Don Frazier, 
Casanave Supply Co., Philadelphia, had the low gross card 
and C. C. Cayou, Minnesota Mining & Mfg. Co., had second 
low gross. Lee Muth, Harrisburg Steel Co., won the kickers’ 
handicap. J. B. Perkins, J. H. Williams Co., Buffalo, was 
winner in the hole-in-one contest. Horseshoe pitching winners 
were Richard W. Righter, Bureau of Shipping, Washington, 
D. C. and Herbert A. Weber, Jos. H. Weber Hardware, 
Philadelphia. 

The officers and entertainment committee, shown abové} 
left to right: Joe De Jure, manufacturers’ agent; W. M. Jillson, 
The Buffalo Bolt Co., chairman; Edward T. McGlynn, Cor- 
bin Cabinet Lock Div., secretary; Richard P. Noyes, Union 
Steel Chest Co., treasurer; Everett J. Ramsdell, Spartan Saw 
Works, Inc., vice-president; George L. Moran, Abrasive 
Products, Inc., president, and J. J. McCann, J. H. Williams & 


G. 
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POWER MOWERS and LAWN SWEEPERS 


4 NEW MECHANICAL CLUTCH 


Amazing new clutch control. Mower operates simply by raising or lowering 
the handle . . . stops of its own accord when operator lets go of handle. Clutch 
can also be locked permanently engaged for continuous operation. Throttle 
control for various speeds is conveniently located near the handle grips. 
Powered by nationally known, 4-cycle air-cooled gas engine. 





FOLD AWAY LAWN SWEEPER 


Extra large 64 bushel heavy canvas basket. . . unloads quickly 
and easily without clogging brushes. Picks up leaves, acorns, 
grass clippings, etc. 24” brush is adjustable, and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper. Comes completely assembled. Folds 
flat against wall for easy compact storage. 




















ROTARY POWER MOWER 


Extremely maneuverable . . . well guarded. Air foil shaped 
blade gives smooth 19” cut to fine lawns. All steel frame 
with removeable blade guard to cut high grass and 
weeds. Cutting blade of tempered tool steel. Large 
ball bearing wheels. Powered by nationally known 
4-cycle air-cooled 2HP gas engine. For easy 
storage handle swings to upright position. 
Also, new HOMKO Trimmer type Rotary 
Power Mowers. 


demand dependable HOMKO 
-»» TRULY A QUALITY PRODUCT 


NATIONALLY 
ADVERTISED 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


A LEADER IN THE LAWN MOWER FIELD 


2725 SECOND AVENUE DES MOINES 13, 1|OWA 














HARDWARE BRIEFS 








California 


Forman Hardware, 216 
Main St., Petaluma, has cele- 
brated its 25th anniversary. 
The company was founded in 
1926 by Simon Forman, and 
until 1943 was located on E. 
Washington St. 





lowa 


Frank W. Kingsbury has 
sold the Osage Hardware, 
Osage, to Jack E. Cooksie. 
The hardware store was 
established in 1885 by Mr. 
Kingsbury’s father. 





Harold F. and Kenneth L. 
Grebe have purchased the 
interests of their father, 
H. D. A. Grebe, in Grebe’s 
Hardware Store, Inc., Bar- 


rington. The name of the 
business has been changed to 
Grebe Brothers Hardware. 
Rosenthal Hardware, Crys- 
tal Lake, was opened recent- 
ly by Robert P. Rosenthal. 





J. W. Crawford, hardware 
dealer, Madison, has been in 
the hardware business for 50 
years. 


Kentucky 


Bayard Bernard has sold 
his hardware store in James- 
town to Sam Miller and Will 
Diddle. 


J. F. Meyer & Son Hard- 
ware, Main and Lake St., 


Lexington, has been opened 
in its new modern quarters. 
It was formerly located on 
Main St. The opening of the 
new store coincides with the 
company’s 50th anniversary. 

Pesola Hardware Store has 
moved from the Exley Bldg., 
Front St., Houghton, to the 
Lincoln Bldg., Quincy St. 
Arnold Pesola is the owner. 





Missouri 


The lumber storage de- 
partment of the Thrift Hard- 
ware & Supply Co., 3205 S. 
Kingshighway, St. Louis, was 
damaged by fire. Loss was 
estimated at $65,000. 





New Jersey 


Mrs. Bertha S. Widener 
has sold her interest in 
Widener Bros,, Inc., Water 
and Market Sts., Belvidere, 
Carl R. Widenor purchasing 
the greater part of the hard- 


ware business, which has 
been in operation for 60 
years. 





New Mexico 


Bob Isaacs Hardware 
Store, Clayton, is moderniz- 
ing its store front. 





New York 


A. W. Dow, hardware dealer 
in Baldwin, Long Island, 
N. Y., for 29 years, has sold 
his store at 27-29 Church St, 
to George H. Schuler. 





Ohio 


Fischer Hardware, Busy- 
rus, which had been operated 
for more than 50 years until 
its sale in 1946, has been re- 
opened under the family 
name. It will be operated by 
Mrs. George F. Fischer, Sr., 
her two sons, George F., Jr,, 
and Franklin, and a son-in- 
law, Fred Schifer. 








May Hardware Buys Bend Wholesale; 
Ryan Replaces Dietrich As Manager 


May Hardware, wholesaler 
at 237 4. W. Front Ave., 
Portland 4, Ore., has recently 
purchased Bend Hardware 
Co., 850 Bond St., Bend, Ore., 
also a wholesale concern. 
Leo Ryan has been named to 
replace Sumner Dietrich as 
manager of the company, but 


no other personnel changes 
have been made. 

Bend Hardware will con- 
tinue to operate separately 
and as an exclusive whole- 
sale hardware concern. 
A more aggressive sales 
policy has been planned. 








Fogarty Joins Board 
Of Continental Can 


Thomas C. Fogarty, exec- 
utive vice-president of the 
metal division of Continental 
Can Co., 100 E. 42 St., New 
York City 17, was elected to 
the company’s board of di- 
rectors effective July 1 to fill 
the vacancy created by the 
resignation of Sidney J. 
Steele. P 

Mr. Fogarty has been with 
the company since 1929 and 
before his appointment as 
executive vice-president of 
the metal division was vice- 
president in charge of sales. 
He had previously been east- 
ern division sales manager 
and a division sales manager, 





Wholesaler Sales Force 

Takes Retailing Course 
All prospective salesmen 

wanting to represent on the 


road, Janney Semple Hill & 
Co., Inc., wholesaler at 22-36 


86 


So. Second St., Minneapolis 
1, Minn., must be graduates 
of the Retail Hardware 
Course, given at the City 
College of New York. 

This is in accordance with 
the company’s sales training 
program, which stresses the 
importance of salesmen un- 
derstanding the problems of 
retail selling. At present, 
there are 27 men in the com- 
pany’s sales force of 170 who 
have completed the retail 
training course, and another 
group of six are enrolled in 
the session to be held from 
July 23 to August 17, 1951. 





Colorado Fuel & Iron 
Advances H. J. Davis 


Howard J. Davis has been 
appointed assistant to the 
executive vice-president of 
Colorado Fuel & Iron, Den- 
ver, Colo. 

Mr. Davis joined CF&I in 
1940 to establish a welded 
wire fabric division at the 


Pueblo mill. In 1947 he be- 
came manager of product re- 
search and development, and 
then manager of sales for 
wire products. In 1949 he 
was named assistant general 
manager of commercial sales 
for the Colorado division, and 
in 1951 became assistant to 
the vice-president of sales. 

He will be located at the 
CF&I general office in Den- 
ver. 





Wallace Joins A. P. 
Henricks Sales Staff 


William A. Wallace has 
recently joined the sales staff 
of A. P. Henricks Co., manu- 
facturers’ representatives, 78 
Reade St., New York City 7. 

Mr. Wallace had previously 
been affiliated with Mathews 
& Boucher, Inc., wholesaler, 
Rochester, N. Y., and Weed 
& Co., wholesaler of Buffalo, 
N. Y. He will cover part of 





WILLIAM A. WALLACE 


Pennsylvania, Maryland and 
West Virginia, making his 
headquarters at 178 High- 
land Ave., Middletown, N. Y. 





Carolina Dealers 
Elect Officers 


At the recently concluded 
annual convention of the 
Hardware Association of the 
Carolinas at Myrtle Beach, 
S. C., L. V. Huggins, Chapel 
Hill, N. C., was elected presi- 
dent. J. M. Rivers of Hamp- 
ton, S. C., was elected vice- 
president. New directors are 
H. P. Duvall, Cheraw, S. C., 
Abel Warren, Garland, N. C., 
and R. E. Barron, Rock Hill, 
S. C. 

T. A. Groce, Jr., Asheville, 
N. C., was named senior di- 
rector and H. E. Wilson, Jr., 
Chesterfield, S. C., became 
junior director. The two im- 
mediate past presidents will 
serve on the board. They are 
H. C. Gabriel, Newton, N. C., 
and J. T. Elloress, S. C. Mrs. 
Sally Couch Masten, Char- 
lotte 2, N. C., is association 
secretary-treasurer. 





Landen Putty Reaches 
Tenth Anniversary 


The Landen Putty Works, 
Inc., Malden, Mass., cele- 
brates its 10th anniversary 
this month. The plant, which 
opened its doors on July 1, 
1941, was added to in 1948, 
with periodic additions since 
then. 
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Harlow Named Wickwire 
Division Sales Head 


Charles P. Harlow has 
been appointed sales mana- 





CHARLES P. HARLOW 
° 


ger of the Hardware Prod- 
ucts Department, of the 
Wickwire Spencer Steel Div., 
The Colorado Fuel & Iron 
Corp., 575 Madison Ave., 
New York City 22. He suc- 
ceeds William Sewert, who 
has resigned. 

Mr. Harlow joined the 
Wickwire Spencer Steel Co. 
in 1936, and since that time 
has served in various capaci- 
ties in the Clinton and 
Worcester mills, and in the 


company’s New York and 
Boston district offices. His 
most recent position was 


that of assistant district 
sales manager in _ Boston. 
Mr. Harlow and William 
Kempton, assistant hardware 
products sales manager, will 
continue to be located in the 
new sales office of the hard- 
ware products department at 
American Wire Fabrics 
Corp., Mt. Wolf, Pa. 





Olin Industries Makes 
Division Staff Changes 


O. F. Fowler, district man- 
ager of the Arms and Am- 
munition Divisions of West- 
ern Cartridge Co. and Win- 
chester Repeating Arms Co., 
divisions of Olin Industries, 
Inc., East Alton, Ill., has 
been appointed a member of 
the home office sales staff. 
G. H. Cottrell was named 
district manager for the 
southern part of Mr. Fowler’s 
former district and H. H. 
Fairweather became district 


manager for the northern 
part. 
Mr. Fowler will continue 


to maintain his office in New 
Haven, Conn. He will func- 
tion as a special representa- 
tive of the home office and 
will also act in the capacity 
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of an advisor to the district 
managers. 

Mr. Cottrell has been sales 
representative in Ohio and 
other territories since 1940. 
His new headquarters will be 


announced later. Mr. Fair- 
weather will continue to 
make his headquarters at 


New Haven. 


Central States Club 
Holds Golf Party 


Central States Hardware 
Club held its 18th annual 
golf party on Friday, June 22, 
at the Sportsman Country 
Club, Holbrook, IIl., for 122 
members and guests. Lunch 
and dinner were served, fol- 
lowed by entertainment, and 
special prizes and top golf 
honors were presented to the 
following: 

First Low Net, winner of 
the club cup, was Carl H. 
Sauer, Cyclone Fence Divi- 
sion of American Steel & 
Wire Co. Tied for First Low 
Net was H. Lee Murphy, 
Richards-Wilcox Mfg. Co.; 
First Low Gross, Tom E. 
Taubensee, Taubensee Steel 
Co.; First Low Gross tie, W. 
Waugh, Vaughan - Bushnell 
Mfg. Co.; Second Low Net, 
John Dau, Hibbard, Spencer, 
Bartlett & Co.; Second Low 
Net tie, Dwight Myers, Swan 
Rubber Co.; Second Low 





Gross, Phil Russell, True 
Temper Corp.; Third Low 
Net, W. D. Enders, Enders & 
Co.; Third Low Gross, J. M. 
Reynolds, The Cincinnati Tool 
Co.; Fourth Low Net, J. F. 
Ansink, Round Chain Co.; 
Fourth Low Net tie, Ed Kyn- 
berg, Cyclone Fence Div.; 
Fourth Low Gross, James 
Workman, Whirlpool Corp.; 
Fourth Low Gross tie, Sim 
Strauss, Arvey Corp. 

Blind bogey prizes were won 
by: P. Ten Hooper, Cyclone 
Fence Div.; R. J. Donahue, 
Wabash Screen Door Co.; 
and L. E. Smith, Hibbard, 
Spencer, Bartlett & Co. 

General chairman of the 
party was Frank J. Koch; 
George H. Beaudin, J. Wiss 
& Sons, was Prize Chair- 
man; and Lowell S. Pickup, 
The Stanley Works, Inc., was 
Scoring Chairman. 





A-P Controls Observes 
20th Anniversary 


A-P Controls Corp., 2450 
N. 32 St., Milwaukee, Wis., 
is celebrating its 20th anni- 
versary, manufacturing a 
variety of controls for oil 
burners, heaters, refrigera- 
tion, etc. Founded in 1931, 
the company has grown to 
include two large Milwaukee 
plants, a Canadian branch, 
employing more than 1,050. 


Eagle-Picher Names New 
Paint Sales Head 
M. W. Venable has been 


appointed general sales man- 
ager of the paint and varnish 





M. W. VENABLE 


division, Eagle-Picher Co. 
900 American Building, Cin- 
cinnati 1, Ohio. 

Mr. Venable, formerly 
sales manager of the Atlanta, 
Ga., district, will operate out 
of the paint and varnish divi- 
sion headquarters in Chicago. 

He will place special em- 
phasis on the Eagle-Picher 
Co.’s newly introduced line 
of pre-harmonized interior 
paints, at the recently intro- 
duced How to Test Color 
Album. 








Stanley Works Sponsors Lecture Series 


a series of seven meetings in 
the West, following the Sixth 
Annual Pacific Coast Re- 
gional Conference of the 
NCHA-ASAHC at Victoria, 
B. C. Mr. Hart appeared be- 
fore groups of hardware 
men at Seattle and Spokane, 


(Continued from page 80) 


Wash., Portland, Ore., San 
Francisco, Los Angeles and 
San Diego, Calif., Phoenix, 
Ariz., and Albuquerque, 
N. M. 

Because of the success of 
these meetings, The Stanley 
Works is now planning to 


carry its program to other 
sections of the country as 
time permits. Mr. Hart’s 
next speaking engagement 
in the series is a meeting of 
the Carolina Builders Hard- 
ware Club at Greensboro, 
N. C., in July. 





This group of hardwaremen at Albuquerque, N. M., were among those to whom 
Jean Hart spoke on hinges, as part of the Stanley Works educational lecture program. 
This program, first carried out in a series of seven meetings in the West, is being 


expanded to other parts of 





th country. 
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, 2 i Zep |). revive both a charming custom’and your 
gift sales. Fine hollow-ground stainless 
steel blades with a saber taper grind for 
easy peeling and paring . . . will not 
tarnish. Packed individually in gift boxes 
or in handsome Aristocrat Cases in sets 
of six and eight. Available in all three 
Carvel Hall handle styles—Vogue, 
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Individual Fruit Knives: 

X800—Vogue; X1800—Classic; X2800—Regal. 

Sets of Six: 586—Vogue; 5186—Classic; 5286— Regal. 
Sets of Eight: 588—Vogue; 5188 — Classic; 5288 — Regal. 


FINE CUTLERY 
by Briddell 


CHAS. D. BRIDDELL, Inc., CRISFIELD, MD. 
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Ralph P. Fahey 


Ralph P. Fahey, 52, gen- 
eral sales manager of the 
Electric Shaver Division, 
Remington Rand, Inc, 





RALPH P. FAHEY 


Bridgeport, Conn., died re- 
cently after an illness of sev- 
eral months. 

Mr. Fahey started with the 
Gillette Razor Co. in 1917, 
and later was in charge of 
the firm’s plant in England. 
In 1938 he became associated 
with Remington Rand, Inc., 
handling promotional work in 
the shaver division. He served 
as assistant sales manager 
for several years, and in 
1944 was named national ser- 
vice manager. He became 
general sales manager in 
1948. 

His widow and five chil- 
dren survive him. 





Frank J. Whalen 


Frank James Whalen, 62, 
president, treasurer and sales 
manager of the Hager Hard- 
ware & Paint Co., wholesaler, 
at 164 St. Paul, Burlington, 
Vt., died recently. He is sur- 
vived by his widow, two sons, 
Kemener J. and Powell J., 
and three daughters. 





Guy R. Muzzy 


Guy R. Muzzy, manufac- 
turers’ representative for 
hardware and mill supply 
trade, with offices at 605 W. 
Washington Blvd., Chicago 
6, Ill., died recently after an 
illness of several months. 

Mr. Muzzy had been in the 
hardware selling field for 
more than 45 years, having 
started with Simmons Hard- 
ware Co., traveling Minne- 
sota, Wisconsin and Iowa. 
Two years later he joined 
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Reed Mfg. Co. and covered 
eastern and middle western 
territory until 1913. He then 
became sales manager of 
Bemis & Call Co. Since 1940 
Mr. Muzzy had been repre- 
sentative for several firms. 
He is survived by his 
widow and three sons, Fred- 
rick D. and Robert E., who 
have been associated with 
him, and J. Merton Muzzy. 





George S. Wilson 


George S. Wilson, 75, 
Tracy-Wells Co., 175-185 N. 
Front St., Columbus, Ohio, 


died on June 22. He had been 
confined by illness in a hos- 





GEORGE 8S. WILSON 


pital in Columbus for several 
weeks. 

Mr. Wilson had been asso- 
ciated with the Tracy-Wells 
Co., wholesale distributors, 
for the past 42 years. He 
had served the company as 
a salesman, buyer of house- 
wares and house superinten- 
dent. His widow and a son 
survive. 





John P. Loughman 


John P. Loughman, 78, 
western sales manager for 
H. Boker & Co., Inc., 101 





JOHN P. LOUGHMAN 


Duane St., New York City 
7, died recently in San Fran- 
cisco. 

Mr. Loughman had been 
with the company for 64 
years, having started as an 
office boy in 1887 and be- 
coming sales manager of 
the eleven western states in 
1924. He had traveled the 
Chicago area for the com- 
pany, as well as the western 
territory. He was a member 
of the Harpware Ace 50-Year 
Club. 


Fritz A. Schuri 


Fritz Albert Schuri, 54, 
representative of Blish, Mize, 
Siliman Hardware Co., 








Atchison, Kan., wholesaler, 
died recently of a heart at. 
tack. He had been with the 
company since he was lé, 
and after 1920 had been the 
company’s representative in 
Wichita, Kan., and surround. 
ing territory. 





James Johnston 


James Johnston, 68, sales 
representative in southeast- 
ern Michigan for Shakes- 
peare Co., Kalamazoo 2, 
Mich., died of a heart attack 
on June 14. He had been with 
the company since 1933. 

His widow and five daugh- 
ters survive. 








Fernley Booklet Marks 
Company's 65th Year 


The 65th anniversary of 
Fernley & Fernley, Philadel- 
phia, who serve as secretarial 
offices for many associations 
active in the hardware indus- 
try, is being marked this 
year with an attractive book- 
let which outlines the growth 
and development of the firm. 

The founder of the firm, 
T. James Fernley, began his 
business career as a member 
of a Philadelphia hardware 
importing and distributing 
firm. He became the first sec- 
retary of the Hardware 
Merchants’ and Manufactur- 
ers’ Assn. of Philadelphia in 
1886. From his experience 
with this association, Mr. 
Fernley saw the need for an 
association secretarial office 
to provide counsel and guid- 
ance to trade groups and for 
this purpose founded the or- 
ganization of Fernley & 
Fernley which now is the 
oldest secretarial office in the 
United States serving more 
than one association. 

Today the firm has a large 
office staff and is housed in 
its cwn building at 1900 Arch 
street where it continues to 
serve many trade associa- 
tions. 





Porter Division Opens 
Detroit Branch Office 


Quaker Rubber Corp., divi- 
sion of H. K. Porter Co., Inc., 
Philadelphia, Pa., has opened 
a new stock-carrying branch 
warehouse and sales office at 
872 W. Milwaukee St., De- 
troit, Mich. 

J. R. Alexander, who has 
been with the Quaker division 
for more than seven years 
as territory salesman and 
Cleveland district manager, 


will manage the new branch, 
He will handle the firm’s line 
of industrial rubber prod- 
ucts. 





Dixon Issues Policy 
For Distributors 


Joseph Dixon Crucible Co., 
Jersey City, N. J., has issued 
a statement of principles and 
policies for the distribution 
of Dixon silica graphite 
paints and primers. Terri- 
torial franchises are defined 
and guaranteed, discount 
structures are established, 
and cooperation is offered in 
the form of national adver- 
tising and sales promotion 
literature. The policy is ef- 
fective immediately. 





BMC Joins New York, 
New England Areas 


BMC Manufacturing Corp., 
Binghamton, N. Y., juvenile 
wheel goods manufacturer, 
announces the integration 
of its New England States 
territory with its metropoli- 
tan New York territory, cre- 
ating a sales unit to be 
known as the New York office 
territory. Two salesmen will 
cover the new territory out 
of the firm’s New York office 
and showroom, located in 
Room 810, 200 Fifth Ave., 
New York City. They are 
Charles Bergna, Jr., and 
Frank P. Finnerty. 





Rochester Group Outing 


Rochester Hardware Asso- 
ciation, Rochester, N. Y., will 
hold its 32nd annual picnic 
on Wednesday, July 18, at 
the Newport House, Ironde- 
quoit Bay, Rochester, N. Y. 
The Association is made up 
of retail hardware dealers 
and salesmen. 
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Cook Takes Over Boice 
Crane Mid-South Area 





pointed to succeed M. D. 


Fuller as middle-south fac- 





ALLEN COOK 


tory representative for Boice 
Crane Co., 980 W. Central 
Ave., Toledo, Ohio. Mr. Cook 
makes his headquarters at 
802 Holcombe Ave., Mobile, 
Ala. 

Mr. Cook has been a wood- 
working machinery manufac- 
turers’ representative for 
several years. Mr. Fuller, 
who has traveled that terri- 
tory since 1933, retired re- 
cently. 





Good Design Exhibit 
Opens in Chicago 

Approximately 150 new 
items of home furnishings 
went on view at The Mer- 
chandise Mart, Chicago 54, 
Ill., on June 21, as part of 
the Good Design exhibition 
sponsored by the Museum of 
Modern Art, New York City, 
and The Merchandise Mart. 

Items chosen had been put 
on the market since January, 
and were judged on the item’s 
contribution in looks, effi- 
ciency, or price. 





Congoleum-Nairn Names 
New Representatives 


Congoleum-Nairn Inc., 195 
Belgrave Drive, Kearny, 
N. J., has announced new 
representatives in five terri- 
tories. Neidhoefer & Co. will 
cover the Minneapolis terri- 
tory; Small & Schelosky Co. 
will handle the Indianapolis 
area, and Peaslee Gaulbert 
Corp. will take over Louisi- 
ana, Tennessee, and Ala- 
bama. 


A. O. Smith Appoints 


Ron Shepherd, Philadel- 
phia water heater represen- 
tative of A. O. Smith Corp., 


Allen Cook has been ap- 


Milwaukee, Wis., has been 
assigned an expanded sales 
area to cover greater Balti- 
more and the states of Vir- 
ginia and Delaware. J. S. Mc- 
Collough will operate in 
Maryland and Delaware and 
W. D. Furlong will cover the 
Washington, D. C., area, both 
under Mr. Shepherd. 





Young Advanced in Sales 
By Carlson & Sullivan 


Carlson & Sullivan, Inc., 
1716 California Ave., Mon- 
rovia, Cal., manufacturer of 
stee] tape rules, announces 
the appointment of Keith 
Young as representative in 
the states of Kansas, Mis- 
souri, Iowa, Colorado and 
Nebraska. Mr. Young, who 
moves up from successful 
sales efforts in the Western 
District, will make his head- 
quarters at 3011 Lafayette 
St., St. Joseph, Mo. 





Mart Exhibitors Join 
Western Toy Show 


Gift, toy and housewares 
exhibitors located on the 
second, fifth and ninth floors 
of the Western Merchandise 
Mart will participate in the 
Western Gift, Toy and House- 
wares Show in San Francisco, 


Aug. 5 through 9. This spe- 
cial showing in the Mart will 
be held concurrently with the 
show in the San Francisco 
Civic Auditorium during the 
hours 9 a.m. to 6 p.m., Sun- 
day through Thursday. A 
buyers’ cocktail party will be 
held on Tuesday evening, 
Aug. 7, from 6:30 p.m. to 8 
p.m. in the Mart Club Audi- 
torium on the 9th floor of 
the Mart. Buyers will be 
guests of the show exhibitors. 





Hotpoint Makes Sales 
Organization Changes 


A number of changes have 
been announced in the dis- 
trict sales organization of 
Hotpoint, Inc., 5600 W. Tay- 
lor St., Chicago 44, Ill. W. R. 
Hall, formerly Boston man- 
ager, has been named to re- 
place F, L. Cashman as dis- 
trict manager in Boston. Mr. 
Cashman has resigned from 
the company. J. H. Kidd, for- 
merly manager in Denver, 
has been appointed zone man- 
ager in Dallas, Tex., succeed- 
ing V. P. Owen, who will be- 
come manager in Philadel- 
phia, Pa. L. W. Hitchcock, 
previously zone manager in 
Atlanta, Ga., is taking over 
the position of Cleveland 
manager. 











Salt Lake City Pot & Kettle 


\ 


Hardware Square Club 
Names Committee Heads 


The Hardware Square 
Club has announced newly 
appointed committee chair- 
men. Howard Jungkind was 
named chairman of the En- 
tertainment and Shore Din- 
ner Committee, and Ralph 
Allen heads the Membership 
Committee. George Jungkind 
became chairman of the Wel- 
fare Committee, and Ralph 
H. Langsam was named Pub- 
licity Committee chairman. 

The next regular meeting 
of the Hardware Square 
Ciub, scheduled for Septem- 
ber, will be supplanted by a 
clambake to be held at Rein- 
hardt’s Pavilion, Baypoint, 
re eS me A 





Royal Electric Opens 
New New York Offices 


Royal Electric Co., Inc., 
Pawtucket, R. I., manufac- 
turer of decorative Christmas 
lighting, electric wire, fuses 
and wiring devices, has an- 
nounced the opening of new 
offices and showroom at 200 
Fifth Ave., New York City. 
Harry Kaufman, New York 
representative, is in charge 
of the office, and will keep a 
permanent display of the full 
Royal line in the showroom. 


Club Elects New Officers 


; 


tae 
ea 


‘7 


A 


Bisse. 


The new officers of the Salt Lake City Pot & Kettle Club, shown here, back row, 
left to right are: first vice-president, Lott L. Ewing, Strevell-Paterson Hardware Co.; past 
president, Luster H. Williams, manufacturers’ representative; and new president, William 
F. Hendrickson, Kenneth J. Dahm Co. The front row, left to right, includes: treasurer 
J. Lester Barlow, manufacturers’ representative; historian, Stanford P. Darger, manufac- 
turers’ representative; secretary, Kenneth P. Gnadt, Western Sales Service; and second 
vice-president, Walter R. Bills, W. Kline Co. Not present when the picture was taken 
was corresponding secretary, George N. Cannon, Intermountain Supply Co. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
June 28, urged “all manufacturers 
and groups of manufacturers of 
whatever industry interested in 
Fair Trade, to support, when and 
if introduced in Congress, this 
identical draft of proposed amend- 
ment—which has the full approval 
of the board of directors of this 
council.” 

It also urged the support of re- 
tail organizations, and warned that 
such support should be “Without 
soliciting or involving manufac- 
turers in any manner that could be 
construed as coersive, collusive or 
conspiratorial.” 

The bulletin to A.F.T.C. mem- 
bers also stated: “While we recog- 
nize fully the force of arguments 
that, in the absence of Fair Trade, 
smaller retailers are punished un- 
fairly and manufacturers’ trade- 
mark values are destroyed unfairly 

. . we believe the issue raised by 
the recent Supreme Court decision 
is going to be decided by Congress 
primarily upon the single question 
of the high value of Fair Trade 
to the public.” 


Says Steel Shortage 
Will Be Felt Soon 


A scarcity of steel for produc- 
tion of home furnishings will be 
felt for the next three months, ac- 
cording to Joseph Block, vice-presi- 
dent in charge of sales of the Inland 
Steel Co. He said that although 
the industry “is supposed to re- 
ceive 70 pct of its previous steel 
needs, this ratio will be reduced.” 
He observed that only home fur- 
nishings and automobiles are not 
labeled “preferred defense” items. 

The shortage, he added, will last 
into the first half of next year but 
he said that the squeeze would be 
eased then, and there is a possibil- 
ity it will end entirely, should the 
international situation improve. A 
factor which will be of help in re- 
lieving shortages, he said, will be 
the stepping up of output to 112 
million ingot tons by next January. 
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46 Million Workers 
In May; New Record 


A record high for employment 
was set in May when 46,068,000 
were reported engaged in indus. 
trial or commercial work by the 
Bureau of Labor Statistics. This 
was a gain of 2,123,000 since the 
start of the Korean war and was 
2,757,000 more than were working 
last May. 


Slow Pay on Credit Accounts Rises About 10%; 
Most Delinquency Noted on Hard Goods 


A rise of about 10 pct on the 
average in delinquent accounts 
across the country was reported at 
the annual convention of the Amer- 
ican Collectors Association in New 
York. The greatest weakness was 
said to be in installment credit, 
mainly in hard goods lines. 

The substantial postwar rise in 
sales on credit and need now for 
dealing with increased delinquency 
in the case of some _ installment 
credit users, was said to be keeping 
credit men busy, especially collec- 
tion specialists. 

Dewey E. S. Kuhns, executive 
manager of the Retail Credit As- 


sociation of Charleston, W. Va, 
told the convention that even great- 
er credit transactions would be cer- 
tain in view of the expected rise in 
national income. Should national 
income amount to about $225 bil- 
lion yearly, as conservatively fore- 
cast, there will be $30 billion of 
credit outstanding at the end of 
each year. He predicted an eventual 
annual credit sales volume around 
45 pet of national income. 

A $150,000 educational campaign 
is being started by the association 
designed to educate both those ex- 
tending credit and consumers on 
the proper use of charge accounts 
and installment credit. 


Slower Paying of Accounts Receivable 
Is Noted; Unbalanced Inventories a Cause 


Working capital has been tied up 
by unbalanced inventories and there 
has been a slowing up in the pay- 
ing of accounts receivable, accord- 
ing to a survey by the Chicago 
Association of Credit Men of about 
400,000 accounts. These represented 
all types of business selling through- 
out the country. 

The percentage of accounts dis- 
counting bills declined to 51.3 pct 
during May, as: against 58.8 pct in 
February and 59.8 pct in May, 1950. 
On the other hand, the percentage 
of accounts paying when due was 
39.9 pct in May, as against 31.5 pct 
in February and 30.6 pct in May of 
last year. 

The survey disclosed that ac- 
counts past due stood at 8.8 pct in 


May, compared with 9.9 pct during 
February. It also showed that to 
those selling to retail stores there 
has been a drop in those discount- 
ing. The percentage was 56.6 pct 
last May, as against 59.5 pct in May, 
1950. In May, 1951 33.8 pct paid 
when due, as against 28.7 pct in 
May, 1950. Accounts past due in 
May of this year stood at 9.6 pct, 
compared with 11.8 pct a year ago. 
The discounting practice dropped 
sharply among wholesale-distrib- 
utor accounts. Last May 48.1 pct 
was discounting; a year earlier 
the percentage was 93.5. Those pay- 
ing when due increased to 44.7 pct 
last May from 28.1 pct a year 
earlier. Past due accounts, consti- 
tuted 7.2 pct of the total in May, 
as against 8.4 pct in May, 1950. 


Higher Prices in Prospect in Opinion of 
95% of CPA's in Poll; Expect Better Business 


The prospect of a further in- 
crease in prices was seen in a poll 
taken among those attending the 
annual convention of the New York 





State Society of Certified Public 
Accountants, at Saranac Inn, N. Y. 
Of those participating, 58 pct 


said they expected to see prices 
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What Makes a MACHINE-CAST SOLDER 
EASIER TO SELL? 


The fact that it is an unquestionably better product! 
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Machine-cast solder . . . known commercially as CASTOMATIC* 
solder . . . is produced only by Federated Metals on patented 
electronically controlled machines. 
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. harmful oxides are excluded from the product 
because no air enters the completely pressurized system. 
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_. because there is nothing like it on the market. No other bar solder compares! 
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go up a little and 17 pct felt they 
might rise considerably. Another 
20 pet said prices probably would 
not change much and only 5 pct 
expected them to go down. 

Optimism was expressed con- 
cerning business conditions during 
the next 12 months. Improvement 
during the coming year was seen 
by 43 pct while another 40 pct felt 
that business activity will remain 
about the same. Only 17 pct said 
business might get worse. 

Optimism was considerably more 
qualified, however, concerning the 
prospects for small business. Of 
those commenting, 40 pct believed 
small business would continue to 
face about the same conditions over 
the next 12 months, while 33 pct 
said that conditions in the cate- 
gory might grow worse and 27 
pet felt small business operations 
might grow better. 





Predicts Shortage in 
Vacuums by Fall 


A prediction of a big shortage of 
household vacuum cleaners by fall, 
with. output amounting to “prob- 
ably 50 pet of the demand,” was 
made by George H. Scott, president 
of Vacuum Cleaner Manufacturers’ 
Association. Present demand is 
“far above normal,” said Mr. Scott, 
who is head of Scott & Fetzer Co., 
Cleveland. 

“This is due to the number of 
homes recently built, the number of 
marriages and the necessary re- 
placement of old cleaners,” he ex- 
plained. “In fact, manufacturers 
never have caught up with the 
market.” 

“Prices of cleaners are frozen 
as of the first of the year. There 
are several formulas. But so far 
as I can learn, nobody in or out of 
the industry can understand what 
Washington wants. It is very con- 
fusing to say the least. Today we 
can’t get any estimate of what we 
can expect in respect to materials 
for the third quarter of this year, 
nothing on which we can base our 
manufacturing schedules.” 





Paint Makers’ Sales 
To Trade Down in April 


April paint, varnish and lacquer 
sales, at the manufacturing level, to 
the trade totaled $54,946,761, com- 
pared with $48,413,477 in the same 
1950 month, reported the Census 
Bureau. Sales in March amounted 
to $59,306,187. 
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7 of Every 10 Plants Going Full Tilt; 
50% Have Bigger Stocks Than a Year Ago 


Industry will be able to continue 
at a high rate for the rest of the 
year, due to substantial unfilled 
orders and a growing volume of 
business, according to most of the 
142 manufacturing companies par- 
ticipating in a survey by the Na- 
tional Industrial Conference Board. 
Seven out of ten reported their 
operations at or near capacity. 

“Generally higher inventories 
are deemed necessary to support 
this rate of capacity,” the Board 
said in reporting on the results 
of the survey. “Diminishing civil- 
ian output is expected as accelerat- 
ing defense orders receive priority 
and material supplies tighten. 

“Slow downs which are reported 
in some industries are not expected 
to last. Recent anticipatory buying 
that resulted in overstocked and 
overcommitted conditions at both 
the wholesale and retail levels has 
evidently affected the operations 
of some companies, notably in the 
non-metal industries. 

These companies report that 
they are now experiencing reduced 
orders and report higher invento- 
ries. However, these are conditions 
that are expected to be corrected 
shortly, due to seemingly assured 
high activity in the heavy goods 
industries and to expectations of 
accelerating expenditures for de- 
fense.” 

The Board stated that invento- 
ries on hand are reported higher 
than a year ago by 50 pct of the 
companies. However, it added that 
industry in general “would appear 
to have no serious inventory prob- 
lem judged by the tenor of its 





comments. “For the most part, 
increases were said to be of mod- 
erate proportions or in line with 
the increase in volume of business, 
Some companies in the non-metal 
industries, however, do report ex. 
cess inventories, the Board added. 
In some of these industries, inven- 
tory problems extend throughout 
dealers and consumers levels. 


Supplies of products in the “pipe 
lines” is reported as full in 5 pet 
of the companies. Industries in 
which this is fairly common include 
electrical appliance and supplies 
and air conditioning equipment. 

“High capacity operations and 
material shortages have made it 
necessary for two-fifths of the com- 
panies to cut back civilian produe- 
tion,” the Board continued. “These 
reductions in the fulfillment of 
commercial business ranging from 
10 pet to 75 pet are noted in the 
air - conditioning equipment, auto- 
mobiles and equipment, electrical 
appliances and supplies, foundry, 
hardware, heating and plumbing, 
machine tools, non ferrous metals, 
office equipment, steel, miscellane- 
ous metals, paper and paper prod- 
ucts and rubber industries.” 

Executives informed the hoard 
that as the year progresses, lack of 
capacity and increasing raw mate- 
rial shortages will make industry 
less able to take care of both mili- 
tary requirements and_ civilian 
needs. If, however, any appreciable 
slackening occurs in the defense 
program, it would, in their opinion, 
permit the satisfying of all or 
most civilian requirements. 





Sales Picked Up in May After 3-Month Slump; 
Appliance and TV Sales Fell 6% from April 


The downward trend in retail 
sales which had been manifested in 
the three previous months, was 
halted in May, the Commerce Dept. 
reported. May sales, after seasonal 
adjustment, amounted to $12,030,- 
000,000, a rise of $33,000,000. The 
May total represented a 6 pct rise 
over the $11,327,000,000 reported 
for the same 1950 month. 

Sales in May, the Commerce 
Dept. stated, “brought to a halt the 
declines which have characterized 
retail activity in the months since 
January of this year, when a buy- 
ing wave was underway.” 

However, some groups failed to 


show improvement in May. Home 
furnishing sales, including major 
appliances and television receivers, 
were off 6 pct from April, even 
after seasonal adjustments. May 
sales in this category totaled $530 
million, compared with $563 million 
in April and $569 million in May, 
1950. 

The home furnishings drop in 
May from April was less than those 
felt in March from the previous 
month, when it was 14 pct, and in 
April from March, when it was 10 
pet. 

Retail sales of all types of dur- 
able goods in May amounted, after 
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000 in April and $3,886,000,000 in 
May, 1950. 


OPS Sets Maximum 
Prices on Foley Items 


Maximum prices under which 
“Foley” kitchen utensils may be 
gold, were set by the Office of Price 
Stabilization, on June 26, under 
Section 43 of CPR 7. 

Under Special Order 96, the 
products of Foley Mfg. Co., Minne- 
apolis, the maximum retail prices 
will be those proposed by the firm 
in its May 4 application. 

On and after July 26, the com- 
pany must tag, ticket or label 
articles covered by the special 
order with the retail ceiling prices, 
and on and after Aug. 25 no re- 
tailer may offer or sell these arti- 
cles unless they are so marked. 


Government Cuts 
Rubber Price 14 Cents 


The price of crude natural rub- 
ber to industry was cut by the 
government from 66¢ to 52¢ per 
lb., effective July 1. It was es- 
timated that the reduction would 
result in initial savings to industry 
of almost $40 million in the next 
three months. Jess Larson, Gen- 
eral Service Administrator, said 
that Michael V. DiSalle, Price 
Stabilizer, had given assurances 
that his office would make every ef- 
fort to see that the saving is 
reflected in the price of tires and 
other rubber goods. 

The government has been at- 
tempting to get the price down. 
Last December it was almost 80¢ 
per lb. GSA was directed to be- 
come sole buyer of natural rubber 
and to resell to industry in an effort 
to stabilize the market. 


RFC Cuts Tin Price 
39¢ Since June 1 


A reduction of five cents a pound 
in the sale price of tin to American 
industry, bringing the price down 
to $1.06 a pound was announced by 
the Reconstruction Finance Corp., 
on June 18. It marked the sixth 
reduction in price since June 1, in 
which period the price was cut a 
total of 39 cents. The price of tin 
had risen from 74 cents, before 
start of hostilities in Korea, to a 
peak of $2.83 a pound. 

The RFC has been forcing world 
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Your customers demand good products .. . 
and you couldn’t sell them a better whisk 
than Oxco’s Red Breast. Red Breast wears 
and wears because it’s made with tough 
Florida palmetto fibres. Red Breast holds its 
shape because it’s double-stitched. And the 
handle is wire-wrapped with a metal cap and 
ring. When you sell Red Breast, you know 
you’re selling the best! 


CUSTOMERS ASK FOR IT BY NAME! 


Consistent advertising to thousands of 
people in your own area, and millions all 
over the country, keeps selling your custo- 
mers on Red Breast and where they can 
buy it. 


EASY TO DISPLAY...AND SELL 








With every dozen Red Breasts you buy, you 
get a free counter display box —colorfully 
printed and easy to set up. Put out several 
displays and catch more impulse sales. 


Your jobber carries Oxco's Red Breast. Ask his sales- 
’ man next time he’s in, or write your 
jobber today. Be sure you're stocked 

with Red Breasts for the Fall season. 








OX FIBRE BRUSH COMPANY, INC. 
labliahed 


FREDERICK /E§¢ = =9mARYLAND 
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prices down by a non-purchase 
policy and by reducing the price to 
industry here. It has not purchased 
any tin since March 6. 


Refrigerator Stocks 
In Adequate Supply 


Allocation of some models of 
General Electric refrigerators is 
said to have been eliminated by 
several of the company’s major ap- 
pliance distributors but the com- 
pany is still continuing the alloca- 
tion practice. Refrigerators of 
other manufacturers are reported 
to have been in ample supply for 
some weeks. Appliance buyers re- 
port that few orders are being 
placed for refrigerators now, on 
account of the inventory situation. 


More Gas Ranges Sold 
To Trade This Year 


Domestic gas range shipments in 
May totaled 172,700 units, bringing 
the total for the first five months 
of this year to 1,226,700. This 
represented a 9.5 pct rise over 
shipments of 1,119,900 units in the 
first five months of 1950, reported 
the Gas Appliance Manufacturers 
Association. 
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Hardware Industry Asked to Join in Drive 
To Recover Much-Needed Steel Scrap 


The hardware industry is in a 
better position than most to play 
an important role in the collection 
of much-needed scrap which is 
sorely needed at this time to main- 
tain the unusually high rate of 
steel production. 

Hardware manufacturers, whole- 
salers and dealers are expected to 
make a major contribution in a 
special program which is being 
conducted by the National Produc- 
tion Authority to seek out dormant 
scrap and place it in norma] chan- 
nels as quickly as possible. 

This collection, it is expected, 
will not be like some of the ineffect- 
ual ones of World War II which 
resulted largely in the accumula- 
tion of old kitchen utensils and bed- 
springs. It is aimed instead at 
management and administrative 
officials who are in a position to 
make policy decisions that will as- 
sure quick action in (1) the col- 
lection of random heavy scrap, and 
(2) the writing off of idle, obsolete 
machinery and equipment. 

Supplies of heavy industrial iron 
and steel scrap are dangerously low 


get all the trade news 


and several steel companies have 
less than two weeks’ inventory on 
hand. Some have only a few days’ 
supply. Others have already lost 
some production. 

NPA has asked Government, 
business, industry and agriculture 
to seek out scrap and place it in 
normal channels as quickly as pos- 
sible. 

Local Chambers of Commerce 
throughout the country are recruit- 
ing Scrap Mobilization Committees, 
steel plants and foundries and 
scrap dealers have formed a Mobil- 
ization Committee for Iron and 
Steel Scrap. 

Large tonnages of production 
and dormant scrap can be found 
in plants and on industrial, com- 
mercial and civic properties. 

Ordinarily millions of tons of 
steel are discarded each year and 
find their way back to the mills as 
scrap, but during World War II 
between 110 and 120 million tons 
of steel were shipped overseas, and 
little of this has returned to this 
country in the form of scrap. 

Scrap is needed not only to main- 


SPONSORED BY LOS ANGELES CHAMBER OF COMMERCE 


visit the 


3rd Western 


August 19-22 


Biltmore Hotel, Los Angeles 


See the nation’s leading lines under one roof... 


from Washington to Main Street at the show 


that points the way to future profits. 
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BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 


See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT co., 1315 W. Congress St., Chicago 7 
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\ Standard auger bits 


Auger bits for 17 sizes (446” to 24/6") 


electric drills 
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THE MIOWAY TOOL’CO., INC. 


*Mirror Bright 


Sales Office and Factory 
Melvin, Ohio 7 





Lhe Cleveland Chain & Mfg Co. 
Cleveland 5, Ohio 



















{ CHAIN FOR EVERY NEED 
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MARSHALLTOWN, IOWA 


MARSHALLTOWN TROWEL COMPANY - 
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tain the present high production 
but also to build up depleted in- 
ventories to carry mills through 
the coming winter months when 


seasonal collections normally fall 
off. 





Color Expert Urges 
Novel Use of Paint 


Development of more prac- 
tical applications for finishes 
containing luminescent mate- 
rials can open “new frontiers” 
to the paint industry, said 
Howard Ketcham, color and 
design engineering consul- 
tant, addressing the New 
York Paint, Varnish and Lac- 
quer Association. He called 
for greater ingenuity in util- 
izing fluorescent and phos- 
phorescent materials to serve 
functional needs rather than 
to attract attention as novel- 
ties. 

Mr. Ketcham noted that the 
proper amount of illumination 
for a television room can be 
obtained without the use of 
lighting if the wall paint is 
of a luminescent type. The 
fluorescent material will be 
activated by light from the 
television set, providing an 
even glow of light from the 
walls without detracting from 
the television image, he said. 











To Maintain Building 
Rate Through 1952 


Continuance of the government’s 
building program through 1952 to 
permit construction of 850,000 new 
housing units a year is con- 
templated, Charles E. Wilson, de- 
fense mobilization chief, stated in 
a letter to the U. S. Chamber of 
Commerce. The government expects 
to allow total construction, includ- 
ing industrial and residential build- 
ing, at about 80 pct of 1950 levels. 

According to NPA economists, 
however, building materials short- 
ages, especially structural steel, will 
keep the 1952 building level some- 
what under 80 pct of the 1950 total, 
even if controls are aimed at hit- 
ting that level. 

Mr. Wilson stated that the esti- 
mate of volume for 1952 is “far 
above” the 1950 level in some cate- 
gories, such as public industrial and 
military building. In housing, he 
said it would be under 1950 but not 
below 1951 levels. 
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Fair Trade Survey Being Made by Dry Goods 
Association Among 7,000 Retailers 


Views of retailers on fair trade 
laws are being sought by the Na- 
tional Retail Dry Goods Association 
in a questionnaire sent out to its 
more than 7,000 members among 
department, chain and specialty 
stores. Purpose of the survey is 
to determine the viewpoint of the 
membership: in order that an as- 
sociation policy may be established 
on fair trade. 

“The decision of the U. S. Su- 
preme Court, to the effect that 
wholesalers and retailers who have 
not signed ‘fair trade’ contracts 
are not bound to observe them, has 
created a state of confusion which 
will have to be resolved to some 
sort of order,” a letter to members 
said. 








(ae 








“Those who insist that man 
facturers should have the privilege 
of controlling the retailer prices 
are endeavoring to devise some 
type of legislation which will re. 
establish that system and meet 
with the approval of the court, 
Meanwhile, a few retailers sud- 
denly finding themselves free of 
restraint, have managed to involve 
themselves in a ‘price war.’ 

“The great problem for many 
stores, however, is whether or not 
they should sign price contracts 
with the manufacturers who are 
asking them to do so. If they are 
to sign they want to know what 
should be in such contracts. It 
seems to be a fact that heretofore 
fair trade contracts have been one- 
sided.” 








Home Laundry Men 
Feel Steel Shortage 


Household laundering equipment 
manufacturers dre confronted with 
the problem of making 70 units out 
of only enough material adequate 
for 25 and they haven’t even assur- 
ance that they can secure enough 
to build the smaller number, George 
F. Castner, president of the Ameri- 
can Home Laundry Manufacturers’ 
Association told members at their 
annual summer meeting in Chicago. 

He advised members to go after 
war contracts to take 50 pct of 
their plant facilities as a hedge 
against any failure to remedy the 
situation. 

“Washington,” he _ continued, 
“limits our use of steel to 70 pct of 
that used in a base period, but 
various government offices, includ- 
ing the State Department, have so 
loaded the mills with preferential 
orders for export to foreign coun- 
tries and for so-called supporting 
industries to the war effort that 
the capacity of these mills is being 
taken up to 75 pct and beyond.” 


No Need to Hoard 
Hearing Aid Batteries 


No shortage exists now of hear- 
ing aid B batteries, according to 
W. S. Allen, manager of the electri- 
cal division of Olin Industries, Inc., 
New Haven, Conn., manufacturers 
of dry cell batteries. He said that 
dealers have been urged not to 
build up supplies of batteries be- 
yond their requirements because 





such hoarding itself will result in 
artificial shortages. Hoarding by 
dealers, he said, will also result in 
deterioration of batteries which 
may be stored for extended periods 
of time before reaching consumers, 
While supplies may become tighter 
periodically, and there may be oc- 
casional delays in the delivery of 
batteries, there is no present need 
for worry, added Mr. Allen. 





Housewares Stocks 
Higher Than in 1950 


Department store inven- 
tories of housewares in the 12 
Federal Reserve districts 
were up sharply in April, as 
compared with the same month 
last year. The rises ranged 
from 28.2 pct in the suburbs 
of Boston to 74 pct in San 
Francisco. Inventories in New 
York were up 52 pct and in 
Chicago 50.5 pct. 

Sales showed increases over 
April, 1950 in eleven of the 12 
districts. The largest gain 
was shown by Philadelphia 
with 22 pct, Atlanta showed a 
3 pet decline. 











Gas Water Heater 
Shipments Rose 25% 


May shipments of automatic gas 
water heaters totaled 168,800 units, 
bringing the totai for the first five 
months of 1951 to 1,040,200 units, 
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ENGINEERED QUALITY TOOLS SINCE 1919— at popular prices 
Nationally Advertised Products 


GREAT NECK SAW MERS., inc. 
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SLIDING DOOR HARDWARE 


When you sell Coburn Sliding Door Hardware you have the 









for many advantage of a complete line of hardware for straight-sliding, 

ther or not sliding-folding, around-the-corner and roundhouse doors. 
@ contracts Inclosed track * brackets « hangers * handles ¢ guide rolls 
'S who are guides ¢ stops © binders * chafe strips © bolts * hinges 

If they are For full information send for Catalog #200 
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e been one- APRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 


Soles Engineering: 56 Sterling Street, Clinton, Mass. * Executive Office: 575 Madison Ave., 
New York 22, N. Y. © Sales Offices: Atlanta * Boston * Buffalo * Chicago * Denver 














Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal 
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you want them. ..5 


EASILY! 







FINGER GRIP ADJUSTABLE CLIP 


e Shops 
HOLDERS ¢ Kitchens 
Now with ‘silent salesman’ display card at- e Cupboards 
tached for quick, profitable sales. Holds 6 arti- e Closets 
cles. Adjusts in a jiffy to any size up to 14%” e Etc 
dia. Clips are nickel plated. Hardwood 15” +3 


long, %” thick. Ready to hang! 
See your Jobber 


ARTHUR I. PLATT & CO. 


FAIRFIELD, CONNECTICUT 
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The Original 
Patented 


Rubber 
Sponge Mop 
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For 
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For satisfied 
Customers Sell 
This Nationally 
Advertised 
Quality Product 





Write for 


details 


ARTMOORE CO. 


1319 North Third Street. 











"Milwaukee 12, Wisconsin 
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Selfi-Wringing 


Service 
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STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED _ 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 
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' on Jan. 1, according to Schroeder & 


| largest importers of chamois skins. 





the Gas Appliance Manufacturers 

Association reported. This repre- 

sents a gain of 24.9 pct over the 
first five months of 1950. 

In the first four months of this 

| year 372,200 electric storage water 

| heaters were shipped, as against 


| 274,300 in the same 1950 period. 


| Asks Court to Review 
| Its Ban on Home Sales 


Petitions were submitted to the 

U. S. Supreme Court seeking a re- 
| hearing in the case in which the 
| court, on June 4, upheld the con- 
| stitutionality of local laws barring 
door-to-door selling. Reconsidera- 
| tion was asked by Jack H. Breard, 
magazine solicitor, whose arrest 

| was involved in the case on the so- 
| called “Green River Ordinances,” 
and by the National Association of 


| Magazine Publishers, Inc., a “friend 
| of the court” 


in the case. In seek- 
ing a rehearing, it was held that 
the decision of the court’s majority 
failed to recognize the impact of 
interstate com- 





Congoleum Now in 
Plastic Floorings 


Marking its entry into the plastic 
floor covering field, Congoleum- 
Nairn, Inc. has purchased the Wil- 
mington, Del. plant of Delaware 
Floor Products, Inc. It announced 


| that it would start use of the fa- 


cilities at once to manufacture its 


| new sheet vinyl plastic floor cover- 
ings. They will be marketed under | 
the name Gold Seal Vinyl Inlaid. 


Marketing of Delaware Floor 
Products’ Flor-Ever vinyl plastic 


| flooring will be continued by Con- | 


goleum-Nairn’' which plans to sup- 


| ply its own wholesalers and dealers 
| with the line. 


‘Price Dropped on 


Imported Chamois 


The wholesalers’ costs on im- 
ported French chamois have been 
cut back to the schedule in effect 
Tremayne, who claim to be the 

The price cut is made possible 
| by certain reductions in the U. S. 
| Customs duties which were agreed 
upon at a 34 nations conference. 
As a result of the agreements 
reached, the Customs duties on im- 
ported chamois have been reduced 


| by 5 pet. 








Protecting America’s Handpowe;! 


































ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 


‘CHAIRS 











IMMEDIATE ° 
DELIVERY! 


All types, wood and 
steel in stock. 
Also Folding Tables 
State requirements! 


1142 Breadway 
N.Y. 1, N.Y. 


* ADIRONDACK CHAIR CO. 
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MULTI-SIZE 
SCREW 
ANCHORS 


Sth) 


D.H.D. HAMMER DRIVE ANCHORS 


es | 


ASK FOR CATALOG 
DIAMOND EXPANSION BOLT CO., INC. 
DEPT. H.A. © GARWOOD, N. J. 
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Bewildered ?? 


hen read 
WASHINGTON. NEWS AND * VIEWS 
on page 10 of this issue. Here are 
accurate, authentic, easy -to-under- 
stand reports on the latest develop- 
ments in Washington affecting hard- 
ware dealers. This helpful feature in 
each issue is another reason why 
HARDWARE AGE is the No. 1 choice 
of hardware dealers throughout the 
nation. 
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Big Hardware Stores 
Topped Other Trades 


Sales of large independent 
retail hardware stores in May 
were up 13 pct from the same 
1950 month, the largest rise 
made by any type of store, the 
Census Bureau reported. The 
May sales were also 13 pct 
higher than April, 1951 sales. 

Declines of 6 pct from May, 
1950 were shown by motor 
vehicle dealers and furniture 
stores. For large independent 
retail stores as a whole, May 
sales were 3 pct above May, 
1950 and 6 pct over the April 
level. 











Electrical Wholesale 
Sales Dip; Stocks High 


Total sales of all electrical goods 
wholesalers in April amounted to 
$494 million, a decline of $100 mil- 
lion, or 17 pet, from March but a 
gain of $87 million, or 22 pct, over 
April, 1950. 

April sales of appliance and spe- 
cialties wholesalers were down 32 
pet from March and 14 pct from a 
year ago. All groups were down 
from March but the appliance and 
specialties group was the only one 
to also show a drop from the same 
1950 month. 

Wiring supplies and construction 
materials distributors showed a 9 
pet drop from March; full-line 
wholesalers a 14 pct decline. Com- 
pared with April, 1950, full-line 
wholesalers were up 81 pct and 
construction materials distributors 
46 pet. 

Total inventories of all electrical 
wholesalers at the end of April 
were estimated at a record $1,011,- 
000,000. This topped the previous 
high, touched in March, by $126,- 
000,000, a 16 pct rise. The total 
was also a rise of $386,000,000 
above the April, 1950 estimate, a 
60 pet increase. 


Sales Prospects Good 
On Floor Coverings 


A forecast of an increase of 
about 6 pet in sales of linoleum 
products in the last half of 1951 
was made by Lee Waterman, vice- 
president of Alexander Smith, Inc., 
and general manager of its lino- 
leum division, the Sloane-Blabon 
Corp. 


HARDWARE AGE, JULY 12, 1951 


High-level consumer income, a 
potential shortage of other mer- 
chandise and the industry’s favor- 
able competitive price position 
were factors cited as contributing 
to the prospective sales rise. 

The raw materials situation was 
described as satisfactory by Mr. 
Waterman. He added that short- 
ages of certain pigments and driers 


. 


in coming months may cause shifts | 


in output but would not bring any 
substantial cut in total output. 


Buying Rate Was Lower 
In May; Savings Up 


A drop during May in consumer 
purchases and in new orders placed 
by business, substantially below 
the record rate of the first quarter 
of 1951, were reported by the Com- 
merce Dept. in its monthly Survey 
of Current Business. 

The situation was said to reflect 
a sharp rise in personal savings 
as personal income is still on the 
rise. April personal income was at 
an annual rate of $224 billion, 
which was about $3 billion above 
the first quarter average. 





| 
Business activity in the present | 


quarter is characterized mainly by 
its over-all stability at the high 
first quarter rate, the Department 
noted. It added that decreases in 
consumer purchases and in home 
building have been offset by a rise 
in government procurement and in- 
creasing industrial and commercial 
construction. 

It was stated that the slowdown 
in retail sales came at a time when 
manufacturers’ shipments to retail- 
ers were continuing at a high rate. 
In some cases these exceeded what 
retailers had anticipated when the 
merchandise was ordered. 


TV Production Fell 
Sharply in May 


The production of TV sets fell 


considerable in May, from 469,000 | 
Record pro- | 


in April, to 339,132. 
duction in March was 874,634 sets. 
The total for May was 218,000 sets 
under the number made in the 
same month a year ago. 


Kraft Paper Bags 


Temporary shortages of Kraft 
paper bags are reported. High 
prices, rather than actual lack of 
supplies, were believed responsible 
for the situation. 

(Resume reading on page 15) 





| 










THERE'S NO 
SUBSTITUTE FOR 


VLCHEK 
VALUE 


Unmatchable 
Value —a com- 
plete line—solid, 
center, prick, pin and 
taper punches; cold and 
special shape chisels in all 
asked-for sizes. 


The popularsquare design 
with striking faces, hard 
but tough, and beveled to 
prevent mushrooming. 
Tapers long and easy to 
regrind. Forged from high 
carbon steel, heat treated 
for over-all toughness. 






FOR VALUE 


av AL- CH ECK” 


THE VLCHEK TOOL COMPANY 


3001 East 87th Street * Cleveland 4, Ohio 


VLCHEK 


A COMPLETE LINE OF 
HIGH-GRADE FORGED TOOLS 
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Classified Opportunities. Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum, 50 words........ $5.00 

Each additional word.......... .10 
Positions Wanted 
Guts Rate) set solid, maximum, 
or 


words 
Each additional word 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Sampies of merchandise, literature, 
catalogs, etc., will not be forwarded te box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close (5 days 
prior to publication date. 


Remittance must accompany order Is form 
of check or money order, not curreacy or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Accounts Wanted 








SALESMAN WANTED 


To sell nationally advertised line of Residential 
Sliding Door Hardware in Minnesota and North 
and South Dakota. Must have other builders’ 
lines. Good, commissions. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 


SALESMEN WANTED 


To sell natioally advertised line of Residential 
Sliding Door Hardware. Must have other build- 
ers’ hardware lines. Good commissions. Texas, 
Ohio and other good territory open. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 











MANUFACTURER'S REPRESENTATIVES 


16 years experience on road, could use 
additional exclusive Hardware Line in 
Eastern Penna., Metropolitan North 
Jersey and Hudson River Area of New 
York. 
Address Box A-218, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















SOUTHERN SALESMEN 
WANTED 


By a long established manufacturer selling to whole- 
salers. Two men—30 to 35 years old. Salary plus ex- 
penses. Car provided. Must be experienced travelers. 
One for Maryland and Virginia. One for Carolinas, 
Georgia, Florida and eastern Tennessee. 


Address Box A-217, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURER’S _ REPRESENTATIVE 
WANTED CALLING ON Hardware Jobbers 
and Industrial Supply Houses for a line of 
mechanics hand tools. Territories open: South- 
eastern and Mountain States. Work on commis- 
sion basis. Write territories now covered and 
lines handled, Address Box A-180, care of 
Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 


SALESMAN WANTED, NOW CALLING 
N mill supply and machinist tool dealers, to 
sell precision dial indicator. Open territories in 
Michigan, the South and west of Mississippi. 
Liberal commission makes this a profitable side- 
line item. Include in reply territory and type of 
lines carried. Address Box A-215, care of 
Harpware Ace, 100 East 42nd Street, New York 
17, N 


SALESMAN WANTED — PROMINENT 
PAINT BRUSH MANUFACTURER has open 
territories for successful sales producer. Prefer 
men now calling on paint, hardware, lumber deal- 
ers and industrials. Drawing account against 
good commissions. Will also consider side line 
man or manufacturer’s agents. Address Box 
A-219, care of HArpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 








SALESMAN: SELL COMPLETE LINE OF 
H hold and Paint Brushes. Well established 








THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
oe retail stores outside of the larger 
cities. Here are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, 100 East 42nd 
St., New York 17, N. Y. 














SALESMEN WANTED, CALLING ON 
HARDWARE JOBBERS, Lumber Yards and 
Large Dealers for a line of Imported Wood 
Screws, shelf brackets, door butts, strap and tee 
hinges, chisels and stove bolts. Very attractive 
prices; liberal commission. State territories now 
covered and lines now carrying in first letter. 
Address Box A-216, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 


PLUMBING _ SPECIALTIES - SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) Territories Open, 
Commission. peques confidential. Address Box 
A-184, care of Harpware Acz, 100 East 42nd 
Street. New York 17, N. Y. 


WANTED — MANUFACTURER’S REPRE- 
SENTATIVES. NEW MIDWEST manufacturer 
of ,turnbuckles and bright wire items has 
territories open in all areas for manufacturer’s 
representatives selling to hardware wholesalers 
and jobbers. Reply to Washington Manufacturing 
Company, Washington, Iowa. 


MANUFACTURERS REPRESENTATIVES 
wanted who have a following with the hardware, 
automotive, hobby, electrical and department 
stores trade for the most desired line of small 
tools—electrical jig saw, drill saw attachments, 
soldering iron kit. Territory open: Mountain 
tates, Southeastern, South Atlantic, Metro- 
olitan New York. Atkins Industries Inc., 5823 

0. Ravenswood, Chicago, Illinois. 
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firm. State territory desired. Address Box A-193, 
care of Harpware AcE, 100 East 42nd Street, 
New York 17, N. Y¥. 





Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 











OLIVER A. HAHNE & CO. 


Manufacturer’s Representatives 
2000 Lincoln Park West Building 
Chicago, Illinois 
Over 25 years’ experienced coverage 
Chicago, Milwaukee and adjacent markets 








MANUFACTURER’S AGENTS, ESTAB. 
LISHED NINE YEARS, now has opening for 
one or two additional lines due to an increased 
sales force. Established accounts with hardware 
and automotive jobbers covering Indiana, eastern 
Illinois, western Ohio and northern Kentucky, 
Address Box A-212, care of Harpware Ace, 100 
East 42nd Strect, New York 17, N. Y 


SALESMAN, WITH ESTABLISHED FOL 
LOWING AMONG RETAIL Hardware Stores 
and Plumbers in Baltimore and immediate terri- 
tory, wants additional lines of interest to the 
hardware trade. Address Box A-207, 
HarpwarE AcE, 100 East 42nd Street, 
York 17, N. Y. 


MANUFACTURER’S AGENT COVERING 
TEXAS, SEEKING additional lines for the hard- 
ware, chain and department stores. Also builder's 
supply trade and paint distributors. 20 years’ ex- 
perience; native Texan, home owner. Write L. F. 
Harding, 5219 Cedar Springs Ave., Dallas 19, 
Texas. 


WESTERN CANADA-MANUFACTURERS, 
WE ARE OPEN to accept one or two major 
lines on Commission Basis, Hardware, Electrical 
or Automotive. We sell to Jobbers only. Our 
D-B rating is B-1. James B. Carter Limited, Est. 
1920, Winnipeg, Canada. 


HARD HITTING SALES ORGANIZATION 
DESIRES ADDITIONAL tool line in the fol- 
lowing areas; Eastern Pennsylvania, Southern 
Jersey, Maryland, Delaware and_ the District of 
Columbia. Best of references. For real results 
Address Box A-92, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





care of 
New 














Help Wanted 


MANUFACTURERS DIRECT_REPRE- 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commission. Several territories in_ the 
11 Northeastern States open. Also required is 4 
man in New York City for the Export trade. 
When Maen you may state all particulars in 
complete confidence. Address Box A-178, care of 
on eT Acz, 100 East 42nd Street, New York 
a7, Mu Fs 











CREATIVE SELLING 


Direct to Dealers in Eastern New York and 
Western Connecticut and Massachusetts. Three 
SELLING salesmen calling on PAYING dealers 
every three weeks. 


ATLANTIC STATES SALES CORP. 
Union Square, Poughkeepsie, New York 

















Positions Wanted 


AVAILABLE — 31 YEAR OLD EXPERI- 
ENCED Hardware man. Four years college, five 
years military service, draft exempt. Now em 
ployed. Conversant with builders hardware. Prefer 
to sell hardware in New England. Address Box 
A-205, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 
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Positions Wanted 


Business Opportunities 


Business Opportunities 





HARDWARE MAN, AGE 23, SINGLE, 
COLLEGE GRADUATE, draft exempt, 5 years’ 
experience selling hardware and paint. Desires 
position with Import-Export firm handling hard- 
ware and/or paint, especially to Latin-America. 
Good knowledge of Spanish, Italian and French. 
Excellent references. Address Box A-210, care 
of HarpwarE AGE, 100 East 42nd Street, New 
York 17, N. Y. 





SALES REPRESENTATIVE, 12 YEARS’ 
EXPERIENCE selling hardware jobbers and 
retailers in South and Southwest. Also jobbers of 
per, groceries, variety goods and sundries. 
Geedquarters Memphis, Tennessee. Age 39. 
Salary or draw. Address Box A-213, care of 
Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 





Business Opportunities 








WANTED 
JOB LOTS CLOSEOUTS 
Builders Hardware—Butts—Hinges 
Cabinet and Shelf Hardware 
Address Box 273, Bronxville, New York 














FOR SALE—WELL ESTABLISHED BUSI 
NESS handling complete line of hardware. In- 
ternational Harvester farm equipment, trucks and 
refrigeration. ing good volume. In Northeast 
Colorado. County Seat town, 2,000 population. 
Large trade territory. Sell at inventory cost. 
Building may be purchased or rented. Good rea- 
son for selling. Address Holyoke Implement and 
Hardware Company, Box 147, Holyoke, Colorado. 








HARDWARE AND IMPLEMENT STORE 
FOR SALE. Located McDonald, Kansas. Large 
Trade Territory. Rich farming district. Right 
person can get IHC Dealership. Appraised Value 
$48,000, must have at least 34 appraised value. 
Building, lots included. Brick Building, 50 foot 
front. Must be sold to settle estate. H. V. Ritter, 
McDonald, Kansas. 





HARDWARE, PAINTS AND ELECTRICAL 
APPLIANCES. Located Long Island where 
there is transient business. Established 55 years. 
Handling all National, Popular Agencies. 
Reasonable Rental. Proprietor retiring old age. 
Volume of business over $200,000 per year. Ad- 
dress Box A-209, care of HarpwarE AGE, 100 
East 42nd Street, New York 17, N. Y. 





PAINTS, HOUSEFURNISHINGS, STATEN 
ISLAND, NEW YORK. Established 30 years. 
1950 approximately $35,000. Inventory, approx- 
imately $13,000. Room for improvement. Store 
25 x 70. Lease, any period. Low rent due to un- 
usual circumstances. Business $16,500. Buildin 
available with two apartments, new heating an 
plumbing. Address Box A-206, care of HAkDWARE 
Ac, 100 East 42nd Street, New York 17, N. Y. 





ABOUT $30,000 WILL BUY; STOCK small 
Hardware, Paint and Gifts; Warehouse, Store 
and Dwelling on Main Street, near Bank and 
Post Office in small town in Central Penna. 
Owner wishes to retire. Address Box A-191, 
care of Harpware Acez, 100 East 42nd Street, 
New York 17, N. Y. 





FOR SALE, ESTABLISHED, WELL-PAY- 
ING hardware store. Located in Central Con- 
necticut. Grossing minimum of $75,000 ong 
Low rental, lease, clean stock. Address Box A- 
208, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





FOR SALE: WHOLESALE AND RETAIL 
Hardware store around $100,000 inventory. 
Owner retiring. If interested will be glad to give 
particulars. Address Box A-211, care of Harp- 
ny AcE, 100 East 42nd Street, New York 17, 





CLOSE-OUT STOCK 
#530 CHROME PLATED DRAWER PULLS 


1,000 doz. seconds, in bulk with screws. Min. 
order, 25 doz. $1.00 doz.—!00 doz. 95¢ doz.— 
entire lot @ 80¢ doz. While they last. 


BOOSTER SUPPLY CO. 
4529 So. Vermont Ave., Los Angeles 37, Calif. 

















PAINT AND HARDWARE BUSINESS. 
ESTABLISHED four years in heart of town. 
Two miles from Ft. Lauderdale and Beach. Small 
investment; under $10,000. Will arrange lease or 
sell property. No competition. Investigate this 
opportunity to own a business in a fast expanding 
community. Address Box A-214, care of Harp- 
—. Age 100 East 42nd Street, New York 
17, N. Y¥. 


CENTRAL PENNA., HARDWARE STORE. 
Best 10,000 population town in State. Modern 
2-story and basement building 30 x 150. Also 
handles variety store toys and home furnishing 
items. Sales $80,000. Building can_be bought or 
leased. Owner has other interests. State Business 
Brokers, Dauphin Bldg., Harrisburg, Pa. 


CLOSE OUTS WANTED. POULTRY 
FEEDERS and waterers, garden tools, insecti- 
cide sprayers and dusters, other items. Send 
sample and price. Houma Feed and Seed, 312 
Belanger, Houma, La. 














BUY 
SAVINGS BONDS 
NOW 














4,611 


SALES ARE LESS THAN $20,000.00 


100 EAST 42nd STREET 





17,190 MAJOR RETAIL HARDWARE DEALERS WHOSE 
SALES EXCEED $30,000.00 ANNUALLY 

INTERMEDIATE RETAIL HARDWARE DEALERS 
WHOSE SALES ARE BETWEEN $20,000.00 AND $30,000.00 

20,183 MINOR RETAIL HARDWARE DEALERS WHOSE 


6,500 OUTSTANDING MAJOR HARDWARE DEALERS 
WHOSE SALES EXCEED $50,000.00 ANNUALLY 
547 GENERAL HARDWARE WHOLESALERS 


FOR 1951—USE THE 
Hardware Age Direct Mail Addressing & Mailing Service 


It Will Assure You Maximum Success at Minimum Cost Contacting by Mail the Following Lists: 


THESE LISTS ARE CORRECTED RIGHT UP TO THE MINUTE WE ADDRESS YOUR MAILING. 
OBVIOUSLY AN ADVANTAGE OF OUTSTANDING VALUE TO YOUR DIRECT MAIL SALES PROMOTION 


WRITE FOR DETAILS 


HARDWARE AGE 


DIRECT MAIL ADDRESSING DEPARTMENT 


135 WHOLESALE HEAVY HARDWARE WHOLESALERS 
109 HARDWARE WHOLESALERS IN CANADA 

2,004 INDUSTRIAL SUPPLY DISTRIBUTORS IN U. S. 
151 INDUSTRIAL SUPPLY DISTRIBUTORS IN CANADA 
11,460 LUMBER YARDS 


882 DEPARTMENT STORES HANDLING HARDWARE AND 
HOUSE FURNISHINGS 


NEW YORK 17, N. Y. 
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ACE HOMEMAKER GIFT SET 


Stainless Steel 

Ivory or Black 

Catalin Handles 
Lifetime Guarantee 
Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 
7-Pieces beautifully 
packaged in Gift Box 
Order from your Whole- 


saler. $4 295 95 


Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 





Index to Advertisers 








Manufacturers of the famous Ace Knife Sharpener and ServespooN 








MORE PROFIT for YOU selling the only filter disc 


line designed with your CUSTOMERS in mind 





Fite Diss 





3 
Elgrade... 


2 
DUBL-CHEM-FACED... 


Triple-Filter quality at 
low cost. 


America's Finest line 
of Milk Filter Discs, er milk-producers, 


Write for Free Samples, Prices and Sales-Promoting Aids 
SCHWARTZ MANUFACTURING CO., Two Rivers, Wis. 


America's Foremost Manufacturer of Filtering Aids for Daitymen 


Economy for the small. 





Portable Electric Drills 
Electric Drill Kits 
Portable Electric Saws 
Portable Paint Sprayers 
Portable Polishers & Sanders 
Fractional H.P. Motors 


See your jobber or write direct 
PORTABLE ELECTRIC TOOLS, 


332 West 83rd Street, Chicago 20, Ill. 
369 Danforth Rd., Toronto 13, C 


Inc. 












In Canada 


It’s worth remembering! 












BUILDERS’ HARDWARE 


The buying The diversified line that comprises 
preference for practically every requirement of the 


| DESIGN | building trade. Each product is designed 





and - 
tured with care and precision to assure your trade the 
ultimate in service conveniences. 

Profit from the fine prestige created for this hardware 

line during its 50 years of service to the trade. 





LONG WEAR 





Sterling 
Illinois 







(National MANUFACTURING CO. 
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W.C.HELLER - C0. 


THE BEST STORE EQUIPMENT Am THE WORLD SS 


semore people into VOUR store.. 


It’s a proven fact! Heller fix 
equipped stores attract more t 
Heller store fixtures possess 
selling features than any 
line of fixtures on the ma 
today. You will be amazed at 
greater sales producing possi 
ties of Heller fixtures, and you 
more value per dollar invested, 


Send size of store today for f 
plan. Ask for new manual No. § 


W.C.HELLER& CO. Montpelier, Ohi 








The tape with \ = 


the yellow core | 


\J ween 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


Yi Ye, A tien by NMiNee .. 


Panther ond Dragan 


friction and rubber tapes 


made by 
OKONITE 








EVERYBODY KNOWS THIS QUALITY 


SANITARY 


DUST 
PAN 


DUST POCKET 8 DUST PAN 
(Without Hood J) 


| 
| 


Preferred by to- 

day's housewives. pPFiNFORCED 
Demanded by jan- wikt 
itors and institu- i 


tions. 
With All 
These Features: 
© Inserted steel edge. 


© Wire reinforced 
corners. 


© Dust retaining hump. 
© 26 gauge material. 


© Size 12%" x 8" x DUST DOCKET: 
2%". 





AVAILABLE IN TWO STYLES: 
No. 550 Open Pattern (No Hood) 
No 600 Hooded Pattern. In black, green or red enamel. 


Write today for literature 


PATENT NOVELTY CO. 


Dept. HA FULTON, ILLINOIS 











GENUINE 
ORIGINAL 


DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- 


One Set in a 

box—12 boxes 
in carton 

SIZES fy 

1%” 1%" 


tainers. box or card are displayed on counters. Genuine DOMES 


One set on « Care 
12 Cards is o bex 
SIZES 

Wy” 1447 114, 
te 4,” 5/,* 


wer all flooring: 


neotacturers. 





OF SILENCE glide soft! 
saves fluors and furniture 


years the favorite with houseowners and furniture 


smoothly 
For 


silently. 


Ask yeur :opbde or write 


DOMES OF SIT FNCE. Division of 
ROBERT E. MILLER & CO. INC 


75 PEARL STREET NEW YORK CITY 
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